tu  This  Issue 


SELLING  KITCHENS 
ASPHALT  TILE  AS  A  WALL  COVERING 
SLIDING  CASEMENT  STORM  SASH 
SUCCESSFUL  SPECIALTY  SELLING 
METAL  AWNINGS 


Nu-S 


ea 


★  Triple  Track 

Heav*'  ''  jded  Aluminum 
Fingei..,  Control 
'A'  Top  or  Bottom  Ventilation 
it  Self-Storing 

★  Completely  Weathertight 


TRIPLE  TRACK  WINDOW 


at  a 

Revolutionary 

Low  Price 

THE  ONLY  ANODIZED  TRIPLE  TRACK  WINDOW 
ON  THE  MARKET  WITHOUT  "GADGETS" 

Our  years  of  technical  "know-how"  has  brought 
out  the  "best"  features  in  NU-SEAL.  Its  outstand¬ 
ing  beauty  and  design  must  be  seen  to  be  appre¬ 
ciated. 


The  Low  Price,  High  Quality 
Sensation  of  the  Industry 

ALUMINUM  COMBINATION 
STORM  &  SCREEN  DOOR 


One  of  the  HEAVIEST 
extruded  aluminum  screen 
doors  on  the  market  —  1- 
inch  thick. 


K-D 

PLAN 


$2450 


nil 


|l'  ^  r"; 


Less  Screen 

Gloss  and  Dimpling  I  . 

Will  be  anodized  for  slight  I 

additional  charge. 

A  Quality  Door  at  a  Sensational 
Price  That  Guarantees  a  Large  Profit 

WRITE  or  PHONE  TODAY 

For  Full  Information 


NORMAN  ALUMINUM  WINDOW  CO. 

139-31  Queens  Blvd.  Phone:  JAmaica  6-9070-71  Jamaica,  L.  I.,  N.  Y. 

AIR  SEAL  of  NEW  YORK 

400  W.  Commercial  St.,  East  Phone:  East  Rochester  646-M  Rochester,  N.  Y. 


400  W.  Commercial  St.,  East 


Phone:  East  Rochester  646-M 


.WIh 

J.I 

IWt  1 


,  coMPUTe  UNE 

®'  OOTSIO® 

H^IQE  and 


SELL  A 
FULL  LINE 


Inside  STORM  SASH  The  outstanding  storm 
sash  of  its  type  on  the  market.  Precision  engineered 
of  extruded  aluminum.  Rubber  insulated  like  your 
refrigerator.  Easv  to  install.  Interchangeable  with 
screens.  For  all  metal  casements. 


WILSON 

BASEMENT  COMBINATION 
ALUMINUM  SCREEN  t  STORM  SASH 

Another  Wilson  profit  maker  for  you! 
Priced  low  to  sell  fast.  Flange  or  face  type 
attachment.  Fasy  to  install.  Sizes  shown 
below. 


WILSOH 


iwib^vn  offers  you  a  complete  line  of  the  very 
finest  quality  aluminum  storm  sash  for  metal  case¬ 
ments.  When  you  sell  the  W'ilson  line,  you  are  twice 
as  sure  of  making  the  sale  because  Wilson  makes  both 
imide  and  outside  casement  storm  sash.  Prices  are 
right,  too. 

Find  out  now  about  the  Wilson  dealer  plan,  includ¬ 
ing  advertising  and  merchandising  helps.  Immediate 
delivery  anywhere.  All  storm  sash  available  KD  or 
assembled.  Liberal  discounts. 


METAL  WINDOW  SERVICE  CO.,  Dept.  C 
4601  W.  47th  Street,  Chicago  32,  III. 


RUSH  full  details  on  Wilson  Storm  Sash. 


YOU  SELL 
MORE  JOBS 


SELL  WILSON! 


Outside  STORM  SASH 

Permanently  installed  on  the  outside 
of  any  metal  casement.  Top  quality 
construction.  Advanced  design  speeds 
installation. 


2LT.  15X12 


2LT.  15X16 


2LT.  15X20 


CITY. 


.STATE. 


4 


BUILDING  SPECIALTIES 


Wo44ld*t't  PafU  'kJiiU  9t 

10  Ul  Co^" 

"\i'e  thought  you  would  like  to  know  that  we 
think  your  MANUAL  is  terrific  and  I  wouldn’t 
part  w'ith  it  for  10  times  its  cost. 

"Keep  up  the  good  work,  your  publication  has 
helped  us  a  great  deal.” 

The  Letter  Quoted  Above  Was  Just  One  of  Many 
Which  Followed  Publication  of  the  Last  Edition  of 


Don't  Miss  These  Important 


ROOFING,  SIDING  and 
BUILDING  SPECIALTIES  MANUAL 


Articles  in  the  1951  Edition: 

★  A  COMPLETE  SECTION  DISCUSSING  IN 
DETAIL  ALL  TYPES  OF  PRIMARY  AND 
COMBINATION  WINDOWS 


Here  Are  a  Couple  More: 

"This  looks  like  a  valuable  book  "'K'ould  you  be  kind  enough  to 
for  anyone  in  this  business.”  rush  us  20  copies  of  the  latest  edi¬ 

tion  of  this  .MANUAL.” 


★  ALL  TYPES  OF  METAL  AWNINGS,  DE¬ 
SCRIBED  AND  DISCUSSED  IN  DETAIL. 

★  ARTICLES  ON  METAL  AND  PLASTIC 
TILE,  GARAGE  DOORS  AND  DPENERS, 


1951  (6th)  EDITION 

Off  the  Press  September,  1950 


tr 


Mr.  Manufacturer: - 

H  you  have  a  product  to  sell  the  dealers  who 
read  the  MANUAL  who  use  it  constantly  as 
a  reference  book,  drop  us  a  line  for  advertising 
ra'es  and  marketing  information. 


BUILDING  SPECIALTIES 

425  —  4th  Ave.,  New  York  16,  N.  Y. 

Please  send  me . copies  of  the  MANUAL 

the  minute  it  is  off  the  press  in  September. 

NAME  TITLE 


AND  DOZENS  OF  OTHER  PROFITABLE 
SPECIALTY  ITEMS 

★  COMPLETE  SECTIONS  ON  SELLING, 
TRAINING  SALESMEN,  ADVERTISING, 
BUILDING  YOUR  VOLUME,  etc. 

ISO  pa^es  crammed  full  of  valuable  infor¬ 
mation  on  EVERY  phase  of  your  business. 
Every  dealer  will  want  copies  to  help  him 
mcks  more  money. 


Reserve 
Your  Copy 
NOW ! ! ! 


July,  1950 
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SUNSCREEN 


COMBINATION  WINDOWS 


MADE  BY  THE  In^ersoM 


KOOLSHADE  •  STORM-SHADE  DIVISION  OF 

BORG-WARNER 


•  The  motf  effective  thoding  device  known. 

•  Makes  rooms  up  to  15*^  cooler. 


With  KOOLSHADE  and  STORM-SHADE  ^  SELL  EVERY  MONTH  of  the  YEAR 

nr  Year-around  sales  and  profits.  ^^^’^handising  help  from  factory  representatives 

near  you, 

^  The  backing  of  national  advertising. 


Year-around  sales  and  profits. 

The  backing  of  national  advertising.  , — 

igar  The  advantages  of  the  Borg-Warner  I — 

reputation. 

Exclusive  features,  such  as  KOOLSHADE,  < 
give  you  an  edge  over  competition. 

dy  strong  sales  aids  —  newspaper  mats,  direct 
mail  pieces,  displays,  etc. 


*Trod,inark — Property  of  lng,rtoll  St„l  Divis'ien  of  Boro-Worn,r  Corp. 

INGUSOLL  KOOLSHAOl  •  STOKM-SHADI  DIVISION 


■ORO-WARNIR  CORPORATION 

321  Plymeurii  Court,  Chicago  4,  lllinoit 


Ingorcell  KeolShodo — Sterm-Shodo  Divicion 
BORG-WARNER  CORP.,  DEPT;  KB7 
321  Plymouth  Court,  Chicago  4,  lllinoic 
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The  SILVER  LITE  WINDOW  may  be  had  in  two 
models,  the  Regular  type,  or  the  Self  Storing.  Also 
furnished  in  Plain  Aluminum  or  Anodized  Alumi¬ 
num.  This  gives  the  Customer  a  choice. 


To  speed  delivery  to 
Dealers,  we  have  Manu¬ 
facturing  Plants  set  up 
in  various  areas  of  the 
country. 


Self  Storing  Type 


Regular  Type 


Overlaps  the 
Window  Facing 


For  Dealer  Distribution  or  Manufacturing  information. 
Write,  Wire,  or  Call  — 


VAN  DETTE  MEG.  COMPANY 

824  Tod  Avenue,  Youngstown,  Ohio 


1950 


On  tlic  House 


/  \N'E  of  the  most  important  aids 
'  ^  to  sales  is  a  ^ood  demonstra¬ 
tion  kit.  This  department  has  seen 
a  wide  variety  of  kits,  some  very 
uood  and  others  not  so  good.  One 
dealer  we  know  doesn’t  believe  in 
fancy  demonstration  kits.  He  gives 
his  salesmen  a  sample  box  in  which 
they  carry  a  small  model  of  a 
ct>ml)ination  window  and  a  minia¬ 
ture  aluminum  awning  which  folds 
Hat  when  it  is  packed  away.  What 
really  makes  his  kit  interesting  is 
a  little  cardboard  box  which  he 
jokingly  calls  his  “Auxiliary  Vis¬ 
ual  Demonstration  Device.” 

«  «  * 

The  little  box  contains  a  mod¬ 
ern  plastic  version  of  the  old 
fashioned  .stereo.scope.  Into  this  de¬ 
vice  the  dealer  inserts  a  paper 
disk  on  which  had  been  cemented 
six  twin  kodachrome  transpar¬ 
encies  or  film.s.  Looking  through 
the  eye  pieces  which  enormously 
magnify  the  films,  I  beheld  some 
wonderful  pictures  in  natural  col¬ 
ors  of  homes  with  metal  awning 
installations.  Each  time  I  pressed 
a  little  lever  another  picture  ap¬ 
peared  until  I  had  seen  all  six. 

*  *  • 

Even  the  best  four  color  litera¬ 
ture  cannot  equal  the  effect  of 
these  films  because  the  stereoscope 
produces  an  effect  of  solidity  and 
depth  that  no  flat  picture  can  imi¬ 
tate.  “Since  I  began  using  this  de¬ 
vice,”  the  dealer  said,  “my  awning 
sales  have  increased  20  per  cent. 
My  salesmen  are  crazy  about  it.” 
After  they  have  demonstrated  the 
model  awning,  the  salesmen  dis¬ 
cuss  the  various  houses  where  in¬ 
stallations  have  been  made.  Then 
they  whip  out  this  “gimmick”  and 
invite  the  prospect  to  look  nto  it. 
While  he  is  busy  enjoying  the  pic¬ 
tures,  the  salesman  takes  out  an 
order  blank,  fills  it  out.  and  when 
the  prospect  has  finished  looking 
at  the  pictures  he  is  invited  to 
sign  on  the  dotted  line  so  that  he 
too  can  have  a  house  that  looks 
{Continued  on  Page  26) 
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X 


\  ' 

^ 'CAN 


Sy  assembling  your  own  combination  self-storing 
aluminum  windows  and  doors  from  extruded  aluminum. 

Our  price  to  you  is  based  on  the  footage  ...  for  example, 
on  0  24”  by  24”  window  oil  aluminum  extrusions  and  assembly 

hardware . $6.20 

2  pcs.  glass . 80 

4  sq.  ft.  screen  ...  .32 

labor . 1.15 


# 


% 


$8.47 


TO  COMPLETE 
A  24’  X  24’  WINDOW 
Plus  Overlieod 


GRAEF  ALUMINUM  DOOR 


32”x80” 

All  aluminum  extrusions  and 
assembly  hardware  .  $14.41 

3  pcs.  glass  ....  120 

9  sq.  ft.  screen  ...  .72 

labor .  1 .95 


$1828 


COMPLETE 
ALUMINUM  DOOR 
32' X  80' 

Plus  Ovarheod 


Our  engineering  department  will  set  up  your  plarrt 
at  a  very  low  price  .  .  .  Write  today! 

GRAEF  STORM  WINDOW  CO. 


July,  1950 
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Business  Boom  Continues 
Despite  War  Scare 


Optimism  Prevoils  As  Employment  Soars 
And  Building  Activity  Sets  Hew  Records 


Reports  from  the  field  indi¬ 
cate  that  the  vast  majority  of 
building  specialty  dealers  are  en¬ 
joying  a  healthy  share  of  the  busi¬ 
ness  boom  that  has  been  in  progress 
for  the  past  few  months.  Despite 
the  war  .scare  about  Korea  there  is 
every  indication  that  busine.ss  will 
continue  to  be  good  in  the  coming 
months  for  specialty  dealers  and 
most  busine.ssmen  throughout  the 
nation. 

High  Employment 

One  of  the  important  factors  in 
our  pre.sent  pro.sperity  is  the  as¬ 
tonishingly  high  rate  of  employ¬ 
ment  revealed  recently  by  the  Bu¬ 
reau  of  the  Census.  According  to 
the  Bureau’s  figures,  61,482,000 
Americans  are  gainfully  employed, 
the  highest  level  since  the  record 
month  of  July  1948.  This  figure 
repre.sents  a  gain  of  1,759,000  jobs 
compared  with  May  1950.  As  might 


be  expected  employment  has  been 
rising  steadily  since  February  of 
this  year  in  respon.se  to  the  busi¬ 
ness  boom. 

The  busine.ss  survey  committee 
of  the  National  A.s.sociation  of  Pur¬ 
chasing  Agents  reported  that  the 
second  quarter  ended  with  general 
business  at  the  high  point  of  the 
year.  Despite  a  slow  ri.se  in  prices, 
especially  in  the  ca.se  of  metals,  the 
committee  stated  that  there  was 
considerable  optimism  among  mo.st 
businessmen  that  the  third  quarter 
would  .see  a  sustained  high  level  of 
business. 

In  Washington,  Federal  Govern¬ 
ment  economi.sts  predicted  that  the 
record  breaking  building  boom  of 
the  first  half  of  1950  would  con¬ 
tinue  with  virtually  no  let  up 
throughout  the  year.  A  joint  report 
by  the  Departments  of  Commerce 
and  of  Labor  .said  that  total  out¬ 
lays  for  new  construction  would 


be  clo.se  to  $26  billion,  14  per  cent 
greater  than  la.st  year’s  expendi¬ 
tures. 

Outlays  for  private  home.s,  ex¬ 
clusive  of  farm  dwellings,  are  run¬ 
ning  48  per  cent  above  the  1949 
volume,  the  report  indicated.  It 
estimated  that  private  investment 
for  non-farm  homes  would  amount 
to  $10  billion  by  the  end  of  De¬ 
cember.  Almo.st  1,250,000  new’ 
home  units  will  be  under  way  by 
the  end  of  the  year. 

Improved  Conditions 

Stable  or  generally  improved 
business  conditions  w’ere  predicted 
by  the  Society  of  Certified  Public 
Accountants  at  their  annual  con¬ 
ference  at  Saranac  Lake,  N.  Y.  Of 
the  members  polled,  32  per  cent 
.said  they  expected  busine.ss  to  im¬ 
prove  ;  60  per  cent  felt  it  would  be 
{Continued  on  Page  26) 
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So  You  Don't  Know  What  Kind 
Of  Metal  Awning  To  SeU? 

If  you  ore  not  familiar  with  oil  the  types  available, 
here's  a  short  review  to  help  you  make  up  your  mind 


A  LTHOUGH  metal  awnings  and 
canopies  have  been  manufac¬ 
tured  for  many  years,  it  is  only 
since  the  end  of  World  War  II  that 
they  have  come  in  for  widespread 
commercial  and  residential  use.  Ex¬ 
tensive  advertising  and  promotion 
by  manufacturers  and  dealers  has 
spurred  popular  acceptance  of 
metal  awnings  to  the  point  where 
tne  industry  is  now  a  budding  giant 
and  growing  all  the  time. 


FIXED  AWNINGS 
A.  Hood  Type — One  of  the  most 
popular  awnings  in  the  fixed  group, 
this  type  is  constructed  of  vertical 
overlapping  metal  slats  which  are 
sufficiently  spaced  to  permit  ample 
ventilation  yet  keep  out  sun,  snow, 
and  rain.  They  have  side  pieces 
which  may  or  may  not  be  vented. 

Illustration  courtesy  Fau'sco  Mffj.  ( 

Assembling  a  canopy  type  metal  awning 
made  of  aluminum  sections  or  slats. 


.  Fkoto  courtesy  Air  I’ent  Azvnittfj  Co. 

Above  Left:  Permanent  hood  type  shown  in  commercial  version  without  sides. 
I  Above  Right:  Metal  patio  cover  shown  here  in  use  as  a  car  port. 


Photo  courtfiy  Clnrlamd  Metal  Auhihii  Co. 

Shutter  type  metal  awnings  allow  ample 
visibility  yet  keep  out  the  sun. 

A  considerable  variety  of  types 
has  been  developed.  Basically, 
metal  awnings  may  be  divided  into 
two  major  groups — Fixed  and 
Movable.  Both  types  are  made  of 
sheet  metal  (steel)  or  aluminum. 


In  most  cases  the  awning  is  a.s- 
sembled  out  of  individual  slats 
from  a  stock  of  parts  kept  on  hand 
by  the  dealer,  the  number  of  slats 
depending  on  the  desired  width. 
The  slats  may  be  fastened  at  right 
angles  to  a  cross  piece  with  ru.st 
proof  screws,  c.  they  may  inter¬ 
lock  and  require  no  cro.ss  piece  or 
screws.  When  made  with  interlock¬ 
ing  slats,  awnings  of  this  type 
usually  have  a  vent  at  the  top  which 
prevents  the  accumulation  of  warm 
air. 

In  appearance  the  hood  type  most 
closely  approximates  the  canvas 
awning  with  sides.  The  custom  of 


alternating  vertical  colored  and 
white  .slats  heightens  the  re.semb- 
lance  to  striped  canvas  awnings. 

The  metal  hood  type  awning  fur¬ 
nishes  e.xcellent  year  round  pro¬ 
tection  again.st  rain,  snow  and  sun¬ 
light  and  although  it  reduces 
light  somewhat,  it  is  de.servedly 
popular  for  the  good  job  it  does. 

B.  Canopy  Type — This  is  a  very 
simple  type  of  metal  awning  with¬ 
out  sides.  It  may  be  made  out  of 
one  piece  of  metal  or  assembled 
out  of  a  number  of  standard  inter¬ 
locking  sections.  The  method  of 
fastening  the  .sections  together  de¬ 
pends  on  the  design  and  manufac- 
(Continued  on  Page  27) 


July,  1950 


11 


15  Rules  For  Successful 
Specialty  Selling 

You  Can  Earn  Much  More  Than  The 
Average  Salesman — Here's  How 


COLD  CANVASS”  can  be  made 
to  appear  harsh  words,  but  if 
you  analyze  exactly  what  it  means, 
the  tone  is  softened  considerably. 
No  .selling  job  can  be  done  without 
canvassing,  whether  it  be  factory 
to  factory,  office  to  office  or  hou.se 
to  hou.se.  The  salesman  who  calls 
“on  the  trade”  is  required  to  make 
a  definite  amount  of  calls  within 
the  day,  and  even  granting  that 
he  writes  up  the  pre.scribed  volume, 
his  earnings  are  limited  to  his  par¬ 
ticular  field  of  activity.  His  is 
known  as  “commodity”  selling. 

The  specialty  .salesman,  if  he  is 
any  kind  of  .sale.sman  at  all,  has  at 
his  command  the  means  of  earning 
a  more  than  an  average  income, 
with  po.ssibilities  unheard  of  in 
most  branches  of  selling.  Incomes 
in  exce.ss  of  $20,000.00  are  report¬ 
ed  by  .salesmen  in  even  limited  ter¬ 
ritories.  It  is  wise,  therefore,  to 
learn  their  method  of  creating 
.sales.  One  man  in  particular  .stands 
out  supreme  in  the  roofing  and  sid¬ 
ing  busine.ss,  with  a  reported  in¬ 
come  for  1949  of  over  $48,000.00, 
and  in  a  limited  territory  of  less 
than  200,000  people.  That  gives  us 
considerable  pau.se  for  thought. 

Exactly  wffiat  does  this  man  do? 
Is  his  “system”  so  radical  that  it 
can’t  be  practiced  by  others?  Hard¬ 
ly.  He  merely  plans  his  day,  then 
works  his  plan.  In  plain  .sales  “jar¬ 
gon,”  he  “chases  the  buck.” 


One  manufacturer  of  building 
specialties  has  developed  the  now' 
famous  “15  points  to  succes.sful 
.salesmanship”  that  can  .stand  in¬ 
telligent  review  by  all  in  the  field, 
and  it  is  simply  the  matter  of  mem¬ 
orizing  and  putting  into  practice 
the.se  most  important  rules.  These 
“15  Points”  mean  the  difference 
between  success  and  failure. 


By  DON  PACE 


1.  Be  in  the  field  not  later  than 
9  a  m.,  and  CANVASS  a  minimum 
of  three  hours  for  three  demon.stra- 
tions.  Appointments  cannot  be 
made  unless  you  are  there  to  make 
them. 

2.  Develop  an  intelligent  ap¬ 
proach  and  an  attractive  canvass¬ 
ing  personality.  You  are  not  sell¬ 
ing  a  product,  but  a  service,  which 
you  want  to  de.scribe  at  the  hour 
of  demonstration. 

3.  Study  thoroughly  and  con¬ 
tinuously  all  printed  matter  per¬ 
taining  to  your  particular  product. 
A  sale.sman  who  doesn’t  know  his 
product  cannot  intelligently  de¬ 
.scribe  it.  What  the  prospect  doesn’t 
fully  understand,  he  won’t  buy. 

4.  Generate  a  .serious,  convinc¬ 
ing  and  contagious  enthusiasm  for 
your  product.  If  you  don’t  believe 
in  w'hat  you  .sell,  hew  can  you  con¬ 
vince  others?  Don’t  be  skeptical. 

5.  Strive  for  a  perfect  demon- 
.stration,  MAKE  the  product  look 
more  than  its  value.  Set  a  .stage, 
observe  your  prospect’s  response 
tell  the  complete  story  and  don’t 


argue  or  contradict.  Don’t  knock 
your  competitor. 


6.  Arrive  at  every  installation 
early,  check  and  canvass  the  neigh 
borhood  diligently.  On  your  own 
.street,  aren’t  you  curious  w'hat  your 
next-door  neighbor  is  getting  for 
his  hou.se?  The  installation  gives 
the  sale.sman  an  opportunity  to 
localize  his  product.  Be  there! 

7.  Sell  COMPLETE  in.stalla- 
tions.  Reasons  and  rewards  are  too 
obvious.  Consistent  orders  for  only 
partial  in.stallations  indicates  weak- 
ne.ss  in  closings.  If  money  is  the 
factor,  refer  to  partial  payments. 

8.  Pre.sent  at  all  times  prices 
per  MONTH  or  WEEK,  and 
NEVER  the  full  cash  until  sati.s- 
fied  the  cu.stomer  means  business. 
Earnings  of  the  average  working 

(Continued  on  Page  41) 
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BUILDING  SPECIALTIES 


B.  S.  REPORTER . . . 


F.  Gorman  To  Run  New 
Assembly  Plant  For  Nash 

Nash  Aluminum  Window  Corp. 
of  Long  Branch,  N.  J.  announces 
the  opening  of  a  new  factory 
branch  assembly  plant  at  Elmont, 
L.  I.,  N.  Y.  F'red  Gorman,  who  has 
been  a  very  successful  storm  win¬ 
dow  dealer  for  many  years,  will  be 
in  charge  of  the  plant.  Mr.  Gorman 
has  retired  from  the  retail  business 
to  a.ssume  this  po.sition.  The  new 
'  plant  will  enable  Nash  to  .serve  its 
distributors  better  in  the  New  York 
State  area. 

*  * 

Sto-A-Co.  Sets  Up  New 
Main  Plant  In  Ravenna.  O. 

'  A  raging,  6-hour,  night-time  fire 
visited  the  main  plant  of  Storm 
Windows  of  Aluminum,  Inc.,  in 
Marion  on  May  8,  completely  de- 
.stroying  all  buildings,  tools,  fix¬ 
tures  and  raw  materials.  The  fire 
could  not  have  occurred  at  a  more 
inopportune  time  than  during  this 
peak  of  the  spring  .season  for  new 
hou.se  con.struction  and  .storm  win¬ 
dow  installations. 

With  the  factory  burned  out  of 
bu.-^iness  the  12  Sto-A-Co  assembly 
plants  in  Buffalo,  Chicago,  Cleve¬ 
land,  Des  Moines,  Kansas  City, 
New  York,  Omaha,  Philadelphia, 
Salt  Lake  City,  St.  Louis,  Toledo 
and  Wilmington  immediately  came 
to  the  fore,  and  working  day  and 
night,  were  able  to  keep  abreast 
of  orders  and  deliveries. 

Meanwhile,  Sto-A-Co  manage¬ 
ment  had  been  making  arrange¬ 
ments  for  a  new  operations  site  at 
Ravenna,  Ohio,  had  equipped  it 
completely  with  new  tools,  fixtures 


and  raw  materials,  and  was  ready 
to  resume  full  pi'oduction  on  June 
15.  scarcely  more  than  a  month 
after  the  fire. 

«  ♦  * 

Gate  City  Wins  Award 
For  Literature 

A  technical  folder  of  the  Gate 
City  Sash  &  Door  Company,  Fort 
Lauderdale,  F^lorida,  titled  “Awn¬ 
ing  Windows  for  Hospital.s”  has 
been  awarded  the  Certificate  of 
Merit  in  the  recent  1950  Product 
Literature  Competition  sponsored 
by  the  American  Institute  of  Archi¬ 
tects  and  the  Producers’  Council, 
Inc. 

*  ♦  ♦ 

Mullins  To  Enter 
Dishwasher  Field 

Mullins  Manufacturing  Cor|)ora- 
tion  will  enter  the  electric  dish¬ 
washer  field  in  September  with  a 
27"  automatic  dishwasher  and  a 
48"  electric  sink,  as  additions  to 
its  Young.stown  Kitchens  line,  it 
is  announced  by  George  E.  W’hit- 
lock,  president. 

The  units  began  coming  off  the 
new  production  line  at  the  com¬ 
pany's  Salem,  Ohio  plant  in  June. 
Whitlock  .said  the  firm  is  spend¬ 
ing  more  than  $1,000,000  for  new 
dies  and  equipment  and  in  re¬ 
modeling  64,000  .square  feet  of  fac¬ 
tory  space  for  production  of  the 
units. 

While  details  of  the  Young.stown 
dishwashers  were  not  revealed, 
the  announcement  .said  the  units 
operate  on  a  new  and  “revolu¬ 
tionary”  dishwashing  principal 
that  is  the  product  of  .several  years’ 
re.search  and  field  te.sting. 


Home  Show  To  Be  Held  In 
ChicOgo  Sept.  17 — Oct.  8 

The  fourth  annual  Chicagoland 
Home  and  Home  Furnishings  fes¬ 
tival  will  be  held  from  Sept.  17 
through  Oct.  8  this  year  under  the 
spon.sorship  of  the  Home  and  Home 
F'urni.shings  Council  of  Chicago¬ 
land  in  co-operation  with  the  Chi¬ 
cago  Tribune,  L.  W.  Stratton, 
chairman  of  the  Council,  and  F'rank 
S.  Whitting,  .secretary,  announced 
recently. 

Featuring  the  fe.stival  will  be  a 
public  display  of  approximately  70 
new  homes  throughout  Chicago 
and  suburbs,  many  of  them  com¬ 
pletely  furnished  by  Chicago  and 
suburban  furniture  retailers,  de- 
l)artment  .stores,  and  mail  order 
firms.  A  special  Home  and  Home 
Furnishings  supplement  of  the 
Chicago  Sunday  Tribune  devoted 
to  news  and  advertising  coverage 
of  home  building,  home  furnish¬ 
ings.  and  home  appliances  will 
si)otlight  the  simultaneous  ooening 
of  these  exhibits  on  Sept.  17. 

♦  ♦  * 

Alcoa  Appoints  Schmeltz 
Head  of  Patents  Dept. 

A.  H.  Schmeltz  has  been  named 
manager  of  Aluminum  Company  of 
America’s  newly-established  Pa¬ 
tent  Department,  it  was  announced 
in  Pittsburgh.  Alcoa’s  patent  activ¬ 
ities  were  formerly  a  part  of  the 
Company’s  research  laboratory 
organization.  Under  the  new  ar¬ 
rangement,  the  patent  department 
will  report  directly  to  the  general 
management  of  the  Company,  thus 
providing  broader  patent  .service  to 
(Coiitiuncd  ou  Page  58) 
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Delivery  Time? 
Construrtion  Details? 
Operating  Features? 
Installation  Costs? 


NOW  IS  THE  TIME  TO 
INVESTIGATE  THE  BIG 

PROFITUNITY 


Why  lim.t  your  tolei  to  OH  com- 
bmcjtton  window!  alone  when 
Mayes-Wolvenne  oHert  you  com- 

sash  ond  comb. notion  bosemeni 
windows  too'’  All  have  sales  con- 

thol  home  owners  (and  dealers 
salesmen  ond  installers)  like 

Offer  o 

COMPLETE  LINE, 

the 

HAYES-WOLVERINE  LINE 

and  broaden  your  opportunities 
and  eorntngs 


COMBINATION 
STORM  SASH-SCREEN 
and  DOORS 


The  only  complot*  program  ovor  offorod 
to  ouuro  luccott  of  ovory  doolor't  bu$i> 
nou.  A  corofully  planned,  (top  by  (top 
program  for  (alo(,  promotion  and  in> 
(tallatien  i(  previdod.  Wo  furnith  FIELD 
ASSISTANCE  and  SUPERVISION  by  mon 
with  plenty  of  (term  window  oxpori* 
once  and  "know>liew." 


_ 


Wire  or  phone  NOW  lor 
Dealer  franchise  Informa 
fton  and  Literature 


Left;  Stairway  of  a  theatre  showing  asphalt  tile  in  a  bold  design  applied  to  the  walls.  Right:  Asphalt  tile  installed  on 

the  corridor  and  stairway  walls  of  an  apartment  house. 


For  An  Added  Source  of  Profits  Sell 

Asphalt  Tile  As  A  Wall 


Inexpensive,  Durable,  Easy  to  Apply  And  Maintain, 
It  Satisfies  Both  Customers  And  Dealers 


By  HAROLD  COLLINS 
Merchandise  Manager 
David  E.  Kennedy,  Inc. 

INCRP:ASING  u.se  of  a.sphalt  tile 
a.s  a  wall  covering  is  one  of  the 
growing  trends  in  building  con¬ 
struction  and  modernization.  Archi¬ 
tects  and  designers  specify  it  as  a 
wall  covering  because  of  its  beauty, 
long  life,  low  cost,  ea.se  of  in.stalla- 
tion  and  economy  of  maintenance. 
These  qualities  have  combined  to 
make  asphalt  tile  preeminent  as  a 
floor  covering,  named  by  leading 
architects  “the  nearest  approach  to 
a  universal,  all-purpo.se  flooring.” 
Today  the.se  .same  qualities  are  giv¬ 
ing  .style,  beauty  and  lifetime  pro¬ 
tection  to  the  walls  of  buildings  of 
all  types,  whether  new  or  modern¬ 
ized.  Colorful,  resilient,  durable  and 
fire-resi.stant,  the  tiles  are  perfectly 
adaptable  for  wall  u.se.  Becau.se  of 
their  wide  color  range  and  design 


po.ssibilities,  they  harmonize  with 
any  furnishings  or  decorative 
theme,  and,  in  the  ca.se  of  older 
buildings,  with  any  type  of  flooring 
already  in  place. 

In  thou.sands  of  ai)plications  as- 
j)halt  tile  has  proven  appropriate, 
beautifully  .styled  and  economical 
for  the  walls  of  .schools,  theaters, 
hospitals,  stores,  professional  and 
office  buildings,  government  build¬ 
ings,  railroad  and  airport  terminals, 
apartments,  homes  and  .so  on. 

One  of  the  fir.st  wall  installations 
of  this  material  was  made  about 
10  years  ago  in  a  Boston  .school.  It 
was  handled  by  the  Better  Built 
F'loor  Company  of  Bedford,  Mass. 
Previously  the  corridor  walls  had 
required  yearly  repair,  an  e.xpen- 
sive  problem  which  was  solved  by 
installing  a  wain.scoting  of  asphalt 
tile  throughout  the  corridor,  down 
the  stair  walls,  and  out  to  the  ve.s- 
tibule  doors.  Today  this  installation 
still  is  in  perfect  condition,  and 


since  it  requires  only  an  occasional 
.soap-and-water-washing,  the  main¬ 
tenance  cost  is  practically  nothing. 

In  Brooklyn,  N.  Y.,  the  F.  &  M. 
P’loor  Covering  Comiiany  has  made 
many  outstanding  a.sphalt  tile  wall 
installations.  This  type  of  work 
now  accounts  for  a  large  share  of 
the  company’s  total  volume.  It  has 
made  a  dozen  or  more  large  motion 
I)icture  theater  installations,  eight 
of  them  among  Loew  chain  hou.ses. 
Another  interesting  wall  installa¬ 
tion  was  made  in  the  P’ederal  Build¬ 
ing  at  New  York  International  Air¬ 
port  by  Ma.xwell,  Orr  &  Walsh,  Inc. 
Here  entire  wall-to-ceiling  areas,  as 
well  a.s  floor  areas,  are  attractively 
covered,  a  total  of  1()(),()0()  .square 
feet  of  the  material  being  u.sed. 

In  the  majority  of  applications 
asphalt  tile  is  being  u.sed  a.s  a 
wain.scoting  in  corridors,  lobbies,  on 
stairways  and  in  various  types  of 
rooms.  However,  designers  are  find¬ 
ing  other  interesting  u.ses.  It  is  fre- 


qiiently  installed  from  floor  to  ceil¬ 
ing  in  the  spacious  corridors  of 
^governmental,  office  buildinjrs  and 
others. 

U.sed  in  lijrht  colors  in  contrast 
with  a  dark  Hoor,  it  lends  an  atmos¬ 
phere  of  richne.ss  and  eleKance.  The 
same  practice  is  beinj?  followed  in 
many  other  types  of  buildinjrs. 
F’astel  colors  are  used  from  Hoor  to 
ceilinjj  in  many  busine.ss  offices 
where  liKht,  quiet  and  dignity  are 
desired ;  in  fashion  showrooms  as  a 
smart  background  for  live  models: 
in  reception  rooms  of  professional 
men. 

One  of  the  bijrgest  problems  in 


Photo  at  right  shows  a 
business  office  in  which 
asphalt  tile  was  used  as 
a  wall  covering  for  its 
decorative  effect.  The 
adjoining  wall  is  paint¬ 
ed  plaster  and  hung 
with  a  drape  to  em¬ 
phasize  the  effect  of 
the  asphalt  tile. 


Covering 


any  building  u.sed  by  the  i)ublic  is 
economical  protection  and  upkeej) 
of  the  walls,  which  take  a  constant 
“beating.”  Ordinary  wear  and  tear, 
carele.ssness,  even  maliciousness, 
con.stantly  take  their  de.structive 
toll  —  walls  become  .scutfed  or 
gouged  from  contact  with  furni¬ 
ture,  tiles,  traffic,  moving,  deliveries 
and  so  on.  Colors  grow  dull  and 
faded  with  the  i)a.s.sage  of  time, 
requiring  an  e.xpensive  renewal  Job. 
They  may  .scale  or  flake;  become 
stained  or  burned. 

To  obviate  this  deterioration, 
asphalt  tile  is  an  ideal  wall  covering 
because  it  will  not  rip,  tear,  .scale, 
flake  or  gouge.  Its  attractive  colors 
never  grow  dull,  because  they  go 
clear  through  the  tile.  It  is  imper¬ 
vious  to  mars,  stains,  alkali  and 
moisture,  and  will  not  curl  when 
subjected  to  dampne.ss. 

If  through  accident  or  unusual 
abu.se  tiles  are  damaged,  only  the 
damaged  tile  ne<  be  replaced, 
while  the  re.st  of  the  wall  remains 
undisturbed.  ‘Clear-through”  color 
plays  a  big  part  here,  too.  Since  the 
old  tiles  still  retain  their  original 
(Cnutiuuvd  on  Page  30) 


School  corridor  and 
classroom  shown  here 
have  asphalt  tile  ap¬ 
plied  to  the  floors  and 
walls.  Note  the  asphalt 
tile  on  the  section  of 
the  corridor  wall  be¬ 
tween  the  doors.  Tile 
of  a  different  color  was 
used  on  the  walls  of 
the  classroom.  Wall 
space  above  the  tile  is 
plaster  painted  a  har¬ 
monizing  color. 


Application  of  asphalt 
tile  is  very  simple  and 
can  be  done  very  rapid¬ 
ly  once  the  walls  are 
properly  prepared.  The 
broad  banded  color 
scheme  shown  at  right 
is  achieved  by  using  a 
single  row  of  dark  tile 
between  double  rows 
of  light  tile. 
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BUILDING  SPECIALTIES 


The  Specialty  Dealer's  Experience  Is  Ideal  For 

Selling  Kitchens 

Read  this  article  on  what  you  need  to  know 
to  succeed  in  this  rich  and  growing  business 


Every  woman  who  lives  in  a 
private  house  has  a  strong 
desire  for  a  comfortable,  useful, 
and  attractive  looking  kitchen.  The 
dealer  who  capitalizes  on  this  very 
natural  desire  of  the  average  house¬ 
wife  by  selling  and  installing  mod¬ 
ern  kitchens  w’ill  find  himself  in  a 
very  profitable  business  with  a  long 
range  future. 

Basically,  there  are  three  types 
of  dealers  in  the  kitchen  cabinet 
business.  1)  The  dealer  who  .sells 
knocked  down  wood  cabinets  to 
builders.  2)  The  retail  store  owner 
who  sells  wood  or  metal  cabinets 
as  packaged  units  to  consumers. 
3)  The  “custom”  kitchen  dealer 
who  SELLS  AND  INSTALLS 
wood  or  metal  cabinets. 

Wood  (’abinets 

Those  who  sell  K  D  wood  cabi¬ 
nets  to  builders  are  often  lumber 
dealers  who  mill  their  own  cabinet 
parts.  There  seems  to  be  a  general 
trend  away  from  this  type  of  busi¬ 
ness  because  assembly  of  parts  on 
the  job  by  highly  paid  labor  has 
become  too  costly  for  most  builders 
who  now  find  that  they  can  get 
ready  made  cabinets  for  less  than 
K  D  parts  plus  labor. 

Dealers  who  sell  K  D  wood  cabi¬ 
nets  very  often  carry  an  additional 
ready  made  line  of  wood  or  metal 
cabinets  on  which  they  may  or 
may  not  do  the  in.stallation  work. 

Packaged  units  are  .sold  by  re¬ 
tail  store  owners  who  are  not  in¬ 


terested  in  installation  work  and 
dispose  of  cabinets  over  the  coun¬ 
ter  to  consumers.  There  is  a  great 
deal  of  competition  in  this  phase 
of  the  cabinet  business  and  .satis¬ 
factory  profits  depend  on  a  high 
volume  of  sales. 

Service  To  Customers 

The  man  who  makes  the  most 
money  in  the  kitchen  business  is 
the  custom  kitchen  dealer  who 
SELLS  AND  INSTALLS  all  the 
neces.sary  equipment.  His  service 
to  the  cu.stomer  includes  measur¬ 
ing,  planning,  choosing  appliances 
and  cabinets,  arranging  for  plumb¬ 
ing  and  electrical  work,  and  in 
some  cases  he  provides  the  floor 
and  wall  coverings.  He  has  more 
opportunities  for  profit  because  he 
supplies  all  the  equipment  and  serv¬ 
ices  and  at  the  .same  time  he 
renders  the  best  service  to  the 
customer  because  of  his  complete 
knowledge  of  the  problems  in¬ 
volved  in  kitchen  planning  and 
installation. 

The  cu.stom  kitchen  is  not  a  line 
of  special  cabinets  made  by  a  manu¬ 
facturer  but  a  SERVICE  provided 
by  the  dealer  who  makes  use  of 
.standard  sized  cabinets  and  ap¬ 
pliances  in  such  a  way  that  they 
can  be  fitted  to  any  floor  plan  and 
(Continued  on  Page  32) 

Right:  A  knowledge  of  kitchen  plan¬ 
ning  i$  essential  in  selling  kitchens. 

Illustration  courtesy  Cenera  Modern  Kitchens  Co. 


Direct  MbmI 


Wide  Variety  Oi  Sources  Open 
To  The  Enterprising  Dealer  Who 
Wants  To  Add  To  His  Lists  Oi  Names 


This  is  the  third  of  a  series  of 
articles  on  Direct  Mail  Adiu  rtisioff. 
Precious  iiistnll meats  appeared  in 
the  Man  June  iss-ues  respec¬ 
tively. 

\  N  effective  method  used  in  con- 
-^nection  with  Direct  Mail  adver- 
tisiiifr  is  to  enclose  a  prepaid  return 
post  card  on  which  the  person  ad¬ 
dressed  is  asked  to  write  the  names 
and  addresses  of  friends  whom  he 
believes  might  be  interested  in  the 
article  advertised. 

Non-competitors  selling  to  the 
same  general  class  of  peoi)le  you 
sell  are  generally  willing  to  ex¬ 
change  lists  of  prospects  and  cus¬ 
tomers,  for  their  mutual  benefit. 
Arrangements  for  such  exchanges 
should,  in  the  majority  of  cases,  be 
made  with  the  head  of  the  biisi- 
ne.ss. 

Very  often  the  buyer  of  one  type 
of  equipment  will  automatically 
place  himself  in  the  market  for  a 
related  product,  and  the  exchange 
of  lists  between  manufacturers 
proves  highly  profitable.  Such  prac¬ 
tice,  for  example,  has  produced 


excellent  results  in  the  building 
materials  and  equipment  fields. 


— Courtesy  Addrcssograf'h-M ultifiraph  Co. 

Make  note  of  all  the  homes  in  the 
neighborhood  that  need  improvements. 

In  one  community  an  enterpri.s- 
ing  dealer  formed  a  mutual  a.s.so- 
ciation  which  included  non-com¬ 
peting  dealers  in  a  wide  variety  of 
products  entering  into  the  building 
and  equipping  of  new  homes.  The 
group  employed  a  young  man, 
who.se  job  it  was  to  compile  and 
maintain  pro.spect  li.sts  from  names 
supplied  by  members  and  secured 
through  his  own  efforts.  These  lists 


were  available  to  all  iiealer  niem- 
bei's  of  the  a.s.sociation,  and  the 
[)lan  proved  remarkably  successful. 

Ranks  frequently  secure  lists  of 
employees  from  their  depositors, 
and  u.se  them  in  inducing  such  em- 
j)loyees  to  open  savings  accounts 
or  tran.sact  inve.stment  business 
through  the  bank.  Dealers  often 
find  large  employers  of  labor  re¬ 
sponsive  to  requests  for  employee 
li.sts  when  the  purpose  of  the  list 
is  explained. 

V'ast  numbers  of  users  of  Direct 
Mail  Advertising  buy  lists  from 
li.st  compiling  and  addre.ssing  com¬ 
panies.  The  better  class  of  these 
list  supply  houses  guarantee  their 
lists  from  95%  to  98%  accurate, 
depending  on  the  nature  of  the 
lists,  and  makes  refunds  of  2c  per 
name  for  all  pieces  returned  by  the 
post  office.  Because  of  their  ex¬ 
perience  and  facilities,  list  hou.ses 
can  easily  supply,  at  low  cost,  lists 
of  names  that  a  concern  itself  could 
not  gather  except  by  months  of 
effort  and  at  considerable  expense. 

Lists  purcha.sed  from  these  con- 
{Continued  on  Page  36) 
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Inside  Sliding 
Storm  Sash 


videcl  between  the  two  window 
units,  giving  a  greater  insulating 
value.  Also,  this  completely  elim¬ 
inates  the  leakage  of  air  around 
the  framing  of  theca.sement  win¬ 
dow  and  into  the  room. 

2.  The  application  is  func¬ 
tional,  requiring  no  hardware 
such  as  hinges,  tie-rods,  etc., 
which  may  get  out  of  order. 
Gravity  holds  the  inserts  in  posi¬ 
tion  and  a  simple  pull  sideways  is 
all  that  is  needed  to  open  them. 

3.  Indirect  ventilation  is  easily 
accomplished  by  opening  one 
vent  of  the  casement  window  and 
leaving  the  in.sert  on  the  oppo¬ 
site  side  of  the  .storm  .sash  unit 
open.  This  is  an  extremely 
valuable  feature  in  inclement 
weather. 

4.  The  glass  in.serts  are  very 
easy  to  wash,  either  by  remov¬ 
ing  for  this  purpose,  or  by  wash¬ 
ing  them  in  place  in  the  window. 
The  casement  window  itself  is 
also  ea.sier  to  wa.sh,  since  the 
storm  .sash  unit  is  completely 
.separated  from  it. 

5.  Screen  inserts  are  often 
made  to  replace  the  glass  inserts. 
This  is  particularly  convenient 
when  the  installation  is  made  on 
wood  casement  windows  which 
have  no  means  provided  for  the 
clip-on  t.vpe  screen. 


Insulating  air  space  between  inside  sliding  storm 
sash  and  casement  cuts  heat  losses. 


(Second  in  a  series  of  articles  on  that  either  insert  can  slide  open. 
casement  storm  sash  and  screens)  The  outward  -  opening  casement 

window  can  then  be  opened  or 
cleaned  in  the  usual  manner. 

The  imserts  are  easily  lifted  out 
of  the  tracks  for  cleaning  or  for 
replacement  with  similar  metal¬ 
framed  screens  for  summer  u.se.  A 
good  seal  between  the  two  over¬ 
lapping  in.serts  makes  the  installa¬ 
tion  practically  air-tight. 

When  extruded  aluminum  mem¬ 
bers  are  u.sed,  the  in.stallation  never 
requires  refinishing  and  is  so  incon¬ 
spicuous  as  to  be  practically  in¬ 
visible.  It  is  neat  and  attractive  in 
any  type  of  interior  decorative 
.scheme. 

The  inside  sliding  type  storm 
sash  for  casement  windows  accom¬ 
plishes  far  more  for  the  consumer 
than  has  heretofore  been  possible. 
Among  its  many  advantages  are 
the  following: 

1.  This  storm  .sash  is  tightly 
fitted  as  a  completely  .separate 
window  unit,  inside  the  room, 
and  is  .spaced  away  from  the 
original  casement  window.  There¬ 
fore,  more  dead  air  space  is  pro- 


By  JAMES  A.  BENTLEY.  JR. 
Weather  Products  Corp. 


IN  most  homes  with  double-hung 
windows,  the  value  of  storm  win¬ 
dows  has  long  been  proved.  They 
result  in  a  sub.stantial  saving  in 
fuel,  greater  comfort  in  the  home 
and  prevention  of  the  damage  to 
window’s,  sills  and  w’alls  caused  by 
e.xce.ssive  condensation  and  melting 
ice  on  the  windows. 

In  homes  with  ca.sement  win¬ 
dows,  storm  sash  is  required  to  an 
even  greater  extent  to  prevent  air 
leakage  and  the  formation  of  con- 
den.sation  and  frost  on  the  panes 
and  metal  members. 

A  practical  .solution  to  this  prob¬ 
lem  is  the  u.se  of  a  sliding  storm 
.sash  for  casement  windows,  which 
is  installed  inside  the  primary  win¬ 
dow',  Two  or  more  overlapping  glass 
in.serts  in  metal  frames  ride  in 
parallel  metal  tracks  in  such  a  way 


Casement 
And  Screens 


— How  They  Work 
How  To  Install  Them 
Why  They  Are  Profitable  For  You 


Sliding  casement  storm  sash  allow  free  access  to 
and  easy  operation  of  locking  and  operating  handles. 


In  addition  to  the  above  advan- 
taKe.><  to  the  consumer,  the  dealer 
has  the  advantage  of  being  able  to 
commence  installation  immediately 
rather  than  waiting  .several  weeks 
for  delivery,  since  he  can  always 
have  material  on  hand  with  which 


he  can  in.stall  at/if  size  window. 
Also,  this  makes  an  ideal  bad-wea¬ 
ther  installation,  since  this  is  in¬ 
door  work  for  installers,  even  on 
days  when  it  might  be  impossible 
to  make  outside  installations  of 
any  type. 


Finally,  a  i)rice  advantage  is  very 
often  possible,  even  though  a  qual¬ 
ity  product  and  in.stallation  are  of¬ 
fered.  This  is  accompli.shed  by  the 
greater  volume  of  busine.ss  obtain¬ 
able  due  to  the  demand  for  ca.se- 
ment  window  protection. 

As  is  true  of  any  product  which 
is  .sold  by  one  man  for  installation 
by  another,  the  biggest  single  prob¬ 
lem  is  pre.sented  in  keeping  the  re¬ 
lationship  between  all  parties  on  a 
basis  of  mutual  understanding. 
This  can  be  accomplished  by  meet¬ 
ings  in  which  the  installer  is  told 
of  the  .salesman’s  problems,  and  in 
which  the  in.stallation  problems  are 
demonstrated  to  the  .salesman.  In 
fact,  it  is  e.s.sential  that  the  .sale.s- 
man  actually  watch  installations  in 
progress  from  time  to  time,  and 
that  he  clearly  understands  in  ad¬ 
vance  of  his  talk  with  a  prospect 
just  what  obstacles  mu.st  be  over¬ 
come  in  order  that  the  Ca.sement 
Storm  Sash  be  properly  applied. 

If  this  is  done — that  is,  if  the 
.salesman  will  not  only  an.swer  que.s- 
tions  on  the  part  of  the  pro.spective 
customer,  but  will  volunteer  the  in¬ 
formation  as  to  any  alterations 
which  may  be  neces.sary,  he  will 
gain  the  confidence  of  the  cus¬ 
tomer,  expediting  the  order,  and  at 

(Crnitinued  on  Page  43) 


FIG  4B 


Photos  and  diagram  courtesy  It'eathrr  Prod.  Cort- 

Fig.  4A  shows  an  overhead  view  of  sliding  casement  storm  sash.  Arrows  AB  and 
CD  show  how  measurements  are  made  for  the  aluminum  frame.  Fig.  4B  shows  how 
inserts  are  lifted  out  of  frame  and  how  springs  prevent  inserts  from  rattling 
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mo,  Oh«o,  gives  greoffy  increased  focifities  for  producing 
STO  A  CO  Combinofion  Aluminum  Windows  ond  Doors. 


This  'I’odern  pfonf  of  Po» 


OUR  NEW,  COMPLETELY  EQUIPPEO  PLANT  ALREADY  IN  FULL  PRODUCTION 


Less  than  8  weeks  after  fire  had  completely  destroyed 
our  main  plant  in  Marion,  Ohio,  we’re  "back  in  busi¬ 
ness"  again  —  bigger  and  better  than  ever.  Thanks  to 
you  —  whose  understanding  and  loyalty  have  been  a 
real  inspiration  to  us  —  and  to  the  coojieration  of  our 
suppliers,  we  are  happy  to  announce  that  once  again, 
we’re  headed  for  the  biggest  year  in  history.  Our  12 
assembly  plants  in  Buffalo,  Chicago,  Cleveland,  Des 
Moines,  Kansas  City,  New  York,  Omaha,  Philadelphia, 
Salt  Lake  City,  St.  Louis,  Toledo,  and  Wilmington  are 
back  on  schedule  making  delivery  of  America’s  fastest 
selling  storm  window.  Production  goes  forward,  full 
steam  ahead ! 


exclusive  “triple-track"  construction 
the  secret  of  sto-A-co’s  success 


STO-A-CO  aluminum  "Triple- Track”  combination 
windows  are  the  most  popular  windows  built  be¬ 
cause  you  can  be  ready  for  either  summer  or  winter 
as  easily  as  you  can  raise  or  lower  a  window  shade. 
Both  screen  and  window  are  contained  in  the  sash; 
raise  one  and  lower  the  other  —  that’s  all  there  is 
to  it.  No  storing  of  units  —  they’re  self-storing. 
Built  of  63-S-T5  aluminum,  extruded  type,  rugged, 
dependable,  weatherproof.  Easily  installed,  perma¬ 
nent  .  . .  and^^^^^u^jov^ent  in  the  appear- 

Aluminum, 
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ALSCO,  Inc. 


AKRON  8,  OHIO 


ALSCO,  INC. 

260  So.  Forge  St. 

AKRON  8,  OHIO 


I  Pleose  rush  me  the  details  on  ALSCO  Aluminum  Siding.  I  am 

I  interested  in  becoming  a 

J  Q  Dealer  Q  Distributor 

I 

I  Name . 

I  Address . . . . 

I  City . — State . . 


MAGIC 


Two  great  names  with 
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Ideas  ^  Products  ^  Methods 


Fawsco  Introduces  New 
Scalloped  Awning  Design 

Fawsco  MI’k.  Div.,  Falls  Stamp¬ 
ing  &  Welding  Co.  has  just  added 
a  striking  new  awning  called  “Co¬ 
ronet”  to  its  line  of  low  priced, 
all-aluminum,  packaged  awnings. 
The  “Coronet”  is  di.stinguished  by 
its  scalloped  panels  which  give  it 
a  “made-to-order”  look.  Like  the 
other  awnings  in  the  Faw.sco  line 
it  comes  packaged  and  ready  for 
in.stallation  by  the  purcha.ser. 

The  individual  panels  are  placed 
at  an  angle  that  admits  maximum 
light  while  protecting  the  window 
from  sun,  rain  and  snow.  The 
(’oronet  al.so  permits  clear  vision 
from  the  inside  of  the  house. 


The  Coronet  line  is  available  in 
either  solid  colors  or  combinations 
of  green  and  white,  red  and  white, 
or  blue  and  white  in  baked-on 
enamel.  Awnings  are  available  in 
either  5  panel  or  6  panel  .styles  and 
in  widths  from  30  inches  to  72 
inches  to  fit  most  windows.  Retail 
prices  range  approximately  from 
$11.95  to  $16.95. 

*  *  * 

Plastic  Tile  Line 
Features  6  Colors 

A  new’  economy  line  of  plastic 
tile  has  been  introduced  by  Lu.stro 
Tile  Mfg.  Co. 


The  six  colors  featured  in  the 
economy  line  are  white,  blue  mar- 
belle,  grey  marbelle,  yellow  mar- 
belle,  peach  marbelle,  and  green 
marbelle.  This  line  was  brought 
out  by  the  company  to  answer  the 
reque.st  of  their  distributors 
throughout  the  country  who  are 
now  installing  project  work  and 
where  the  completed  price  is  a 
factor.  While  nothing  has  been 
sacrificed  from  the  usual  Lustro 
quality,  the  short  color  line,  and 
volume  production  makes  this  line 
possible. 

*  * 

New  Outside  Aluminum 
Casement  Storm  Sash 

Aluminum  storm  sash  for  out¬ 
side  in.stallation  on  metal  ca.se- 
ments  has  been  added  to  the  well 
known  Wil.son  line  of  aluminium 
storm  .sash  and  .screens.  Metal 
Window  Service  Co.,  has  an¬ 
nounced. 

Designed  for  permanent  installa¬ 
tion  on  the  outside,  the  newly  de¬ 
veloped  storm  .sash  have  attrac¬ 
tively  styled  extruded  aluminum 
frames  which  require  no  painting 
or  other  upkeep.  They  are  available 
in  sizes  to  fit  all  metal  ca.sements. 

*  *  * 

New  Metal  Trim 

"Self  Service"  Merchandiser 

More  stock  in  less  floor  space  is 
a  feature  of  the  attractive  all  metal 
display  merchandi.ser  now  included 
with  all  CH  ROM  TRIM  metal 
moulding  deals.  Fourteen  separate 
compartments  each  hold  a  full  120 
ft.  of  stock  ready  cut  and  wrapped 
in  convenient  6  ft.  lengths.  A  wire 
supporting  rack  prevents  .stock 


from  fanning  and  the  o|)en  back 
construction  provides  ea.sy  with¬ 
drawal  of  stock  even  in  stores  with 
low  ceilings. 

The  same  full  color  laminated 
label  which  has  become  CHROM- 
TRIM’s  identifying  symbol  of 
more  than  20,000  merchandisers 
now  in  daily  u.se  in  retail  linoleum, 
building  material  and  hardware 
stores,  has  been  retained  on  the 
new  display. 

♦  ♦  ♦ 

Residence  Casement  With 
Inside  and  Outside  Metal  Trim 

Combining  complete  out.side  and 
inside  metal  trim  with  the  Fene.s- 
tra  residence  steel  ca.sement  and 
hardware,  Detroit  Steel  Products 
Co.  claims  new  window  unit  pro¬ 
vides  simplified  low  cost  in.stalla¬ 
tion  of  one  complete  a.ssembly. 


Casement  window,  screen  and 
.storm  sash  have  Bonderized,  prime 
painted  frames  and  bronze-lac¬ 
quered  hardware  and  .screen  cloth. 
Trim  is  galvanized  and  Bonderized 
and  con.sists  of  one-piece  .sections 
coped  and  fitted  for  secure  attach¬ 
ment.  Head  members  lap  over  jamb 
members  making  rigid  and  weath¬ 
er-tight  connections.  Head  and 
jamb  .sections  are  18-gauge,  sill 
16-gauge,  galvanized  steel.  Out.side 
sill  and  inside  stool  project 
(Continued  on  Page  54) 
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Louis  M.  Tulman  (inset)  and  a  porch 
enclosure  installed  by  his  company. 


Cut  Down  On  Cancellations! 


Failure  To  Close  Sales  Properly  Is  One  Of  The  Basic 
Reasons  For  Broken  Contracts,  Says  Washington  Dealer 


He  discussed  this  issue  with  feel- 
inj>:  once  at  a  Nersica  convention  at 
the  Hotel  W'illard  in  Washington. 
At  that  time,  Mr.  Tulman  pointed 
out  the  basic  means  of  overcoming 
cancellations  a.s  follows: 

(1)  Training  of  .salesmen  prop¬ 
erly  .so  that  the  deal  will  stay 
closed. 

(2)  Proper  follow-up  immediate¬ 
ly  by  letter  from  the  home  office. 

(8)  Having  a  sales  engineer  who 
will  do  his  job  properly  and  not 
make  statements  which  will  con¬ 
flict  with  the  salesman  on  the  job. 

(4)  Having  a  proper  understand¬ 
ing  with  the  customer  in  advance 
as  to  what  the  terms  of  payment 
are. 

At  the  conclusion  of  his  addre.ss, 
Mr.  Tulman  was  given  a  verbal 
pledge  of  allegiance  that  his  hear¬ 
ers  would  refrain  from  persuading 
cancellations  of  orders  by  compet¬ 
ing  firms,  and  that  they  would  co¬ 
operate  to  the  fullest  extent  in 
eliminating  any  such  tendencies. 

Weather-Ma.ster  has  al.so  helped 
to  avoid  cancellations  by  its  policy 
of  .sending  out  personal  thank-you 
acknow’ledgment  letters  immedi- 
{Conthwed  on  Page  51) 


customer  feel  that  he  has  i)ur- 
chased  the  be.st  i)roduct  that  will 
fit  his  pocketbook. 

“We  try  to  instill  in  our  men  the 
feeling  that  they  must  impart  their 
own  enthusiasm  and  zest  to  the 
cu.stomer,”  .said  Mr.  Tulman.  “It's 
not  only  advi.sable  to  have  confi¬ 
dence  in  your  product,  but  you 
must  go  about  it  with  vim  and 
vigor  and  i)a.s.s  this  feeling  along  to 
the  man  and  woman  you  are  talk¬ 
ing  to.  Leave  them  with  the  feel¬ 
ing  that  they  are  really  getting 
.something  for  their  money.” 


CUT  down  on  all  possible  cancel¬ 
lations  by  taking  every  possible 
step  in  advance  to  fore.stall  them 
from  occurring,  advi.ses  Louis  M. 
Tulman,  president  of  Weather- 
.Master  Co.,  2727  -  9th  St.,  North¬ 
east,  Washington,  1).  C.  Working 
on  the  principle  that  an  ounce  of 
prevention  is  worth  a  pound  of 
cure,  this  distributor  after  making 
a  thorough  analysis  of  the  cau.ses 
of  cancelled  orders,  breaks  them 
down  to  two  main  factors. 

h’irst,  poor  .salesmanship  by  men 
who  are  not  properly  coached  on 
how  to  close  a  deal  properly.  They 
are  apt  to  leave  the  buyer  up  in 
the  air  with  a  di.s.satisfied  feeling 
after  the  door  has  been  clo.sed.  The 
result  is  that  the  purchaser  is  apt 
to  call  the  office  the  next  day  to 
kill  the  order. 

This  factor  is  overcome  by  call¬ 
ing  a  .sales  meeting  at  least  once  a 
week  where  the  men  are  taught 
not  only  everything  po.ssible  about 
the  company’s  product.s,  but  their 
competitors’  as  well  .so  as  to  over¬ 
come  any  adverse  comparisons. 
The  staff  is  advised  to  sell  hon- 
e.stly  and  convincingly  and  let  the 


Second  Reason 


The  second  reason  for  cancella¬ 
tions,  Mr.  Tulman  feels,  is  the  lack 
of  respect  .some  dealers  have  for 
the  other  fellow’s  contracts.  He 
points  out  that  competing  sale.s- 
men  will  sometimes  try  to  put 
through  an  order  already  written 
by  reducing  the  price  or  belittling 
the  other  product.  In  the  long  run 
this  gives  the  industry  a  black  eye 
and  reacts  unfavorably  even  upon 
the  person  or  firm  re.sponsible,  Mr. 
Tulman  declares. 
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DEALERS!  Tie  in  now  with 


ALL-WEATHER 

ALUMINUM  AWNINGS 


Our  new  proiiioliuii  program  breaks 
with  ailvertising  in  the  July  issue  of 
House  Beautiful.  This  outstanding 
piihliration,  with  a  cirrulation  of  over 
half  a  million,  reaches  higher-than- 
average  income  families  vitally  inter¬ 
ested  in  their  homes  .  .  .  and  with  the 
means  to  hu>  ! 

('ool-Kay  also  gives  vou  many  other 
merchandising  and  sales  helps.  So  rash 
in  on  ('.ool-Kay.  If  you’re  a  well-estab¬ 
lished  dealer  with  a  sales  force,  investi¬ 
gate  a  dealer-hip  for  your  community. 


DEALERS  EASILY  SELL  COOL-RAY 
BECAUSE  OF  MORE  QUALITY,  MORE  BEAUTY 


('ool-Rav  Stands  out!  Suspension-type  con¬ 
struction;  chimney-type  ventilation;  F.H.A. 
Approved.  Our  plants  are  now  completely 
mechanized  to  fabricate  all  sizes,  shapes  and 
styles,  including  circular  and  canopy  awnings. 
Two-uvek  rfelirery,  even  during  peak  season! 


Af/t//  COUPON  NO  IN  fOP 
/NFOPMANON;  PLENTY  COOL-PAY 
ppof/r  NA/r/NO  POP  YOU 


Cool-Ray  Metal  Awning  Co. 
Plants  at:  1455  South  Avenue 
Youngstown,  Ohio 


Custom  built 
for  windows 
for  doors 
for  terraces 
for  stores 


3949  Federal  Avenue 
Chicago,  Illinois 


Please  send  complete  dealer  information  to: 


Pro*Tect  U  Venetian  Windows  (Jalousies)  consist 
of  a  series  of  adiustable  glass  vanes,  pivoted  at 
each  end  so  as  to  rotate  about  a  horuontal  axis, 
and  connected  so  as  to  move  in  unison  by  means 
of  a  small  attractive  control  handle. 

e  Ventilation :  Over  90%  of  the  window  area 
available  for  air. 

e  Vanes  automatically  lock  in  any  position  can¬ 
not  be  opened  by  prowlers. 

•  Extruded  aluminum  frame,  built-in  screen, 
easily  removed  for  cleaning. 

#  Crystal  glass.  X"  thick,  in  clear,  obscure  or 
heat-resisting  SOLEX  Plate. 

e  Weathertight  ••  No  rain  or  wind  can  beat  in. 
Vanes  close  tightly  glass  against  glass  with  H ' ' 
overlap,  including  positive  weatherstripping 
device. 

PRO-TECT-U  JALOUSIE  CORP 

4525  Ponce  de  Leon  Blvd,  Coral  Cables.  Fla 


ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 

The  Reference  Volume  of 
the  INDUSTRY 

150  PACES  crammed  full  of  valuable  in¬ 
formation  on  applicating,  estimating,  sell¬ 
ing.  training  crews  ...  on  new  methods, 
new  products,  new  profit  opportunities  .  .  . 
on  EVERY  phase  of  your  business. 

Every  roofer,  every  siding  and  insulation 
contractor,  every  building  specialty  dealer 
needs  ROOFING,  SIDING.  &  BUILDING 
SPECIALTIES  MANUAL.  Order  copies, 
also,  for  your  salesmen,  applicators,  branch 
offices,  etc. 

$3  a  Copy 

5  or  More  25  or  More 

$2.00  each  $1.50  each 

ORDER  TODAY  FROM 

BUILDING  SPECIALTIES 

425  FOURTH  AVE.,  NEW  YORK  16,  N.  Y. 


July,  1950 
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With  Cermak's  complete  line 


mo«t  extensive  selection  of  tile  styles 
and  color  schemes  available. 

Cermak  moulded  outside  corner  tiles. 


ideal  for  use  with  either 


the  Standard  Cermak  or  the 
Cleveland  Bevel-Edge  styles 
give  every  installation 
a  truly  finished  appearance. 


Cermak's  exclusive  undergate 
injection  moulding  process 


is  your  assurance  of  a 


superior  plastic  wall  tile. 

Not  only  is  each  tile  SO%  stronger, 
but  you  can  rely  on  absolutely  smooth, 
true  edges  for  easy  installation. 


Enjoy  easier  sales  and  added  profit! 
It  will  pay  you  to  sead  for 


the  new  Cermak  Catalog  today  I 


Cleveland  Bevel-Edge 
Field  Tile 


Standard  Cermak 
Field  Tile 


ONLY  CERMAK  OFFERS: 


Two  styles  to  choose  from 

Rich  decorators’  colors 

Moulded  outside  corners 

Exclusive  undergate  injection  moulding 

Simplified  installation 


iK  *7^  Clootie  *7ite 

CERMAK  TILE  COMPANY,  INC. 

4901  Brookpark  Road  •  Cleveland  9,  Ohio 
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HERE’S  SOMETHING  NEW 


Appeal 


exclusiv  e  I  Only  ont-  fran<'hi»c  liolder  to  a  territory. 
Rk\OI.UTIONAhv  :  Destined  to  modernize  the  re-surfacing  of 
homes,  factories,  institutions. 

Markkt:  Unlimited.  -All  types  of  building  walls  and  roofs. 
Wood  shingle,  clapboard,  brick,  cinder  or  cement  block, 
concrete,  steel,  aluminum,  wallboard,  asbestos  shingles,  asphalt, 
tin,  etc. 

I’roddct:  a  plastic  base  coating  in  various  eolurs  and  textures. 
Designed  to  beautify,  waterproof,  and  generally  protect  for 
years. 


Salks  Stimulant:  Turn  the  tables  on  those  “bard  to  hire” 
salesmen.  They  will  clamor  for  their  chance  to  represent  you. 
I’ep  up  existing  sales  forces  and  build  new  ones  rapidly. 
Mkthod  of  Application  :  .Automalic,  with  patented,  exclusive 
equipment. 

Profit  Possibilitie.s;  The  kind  that  a  new  and  exclusive  spe- 
rialty  should  eommand.  .No  fear  of  ruinous  eompetition.  Willi 
its  indoor  and  outdoor  appeal,  a  year  round  proposition. 
“Bklso.nizk”:  A  copyrighted  name  for  our  process  which  is 
destined  to  become  nationally  known  and  associated  with  high 
quality  surfacing. 


Write  for  franchise  requirements  to 

BELSON  CO.,  INC. 

Main  Office  Address  Inquiries 

27  MOUNTAIN  ST.  WEST 
WORCESTER,  MASSACHUSETTS 

Laboratory 

70  VESEY  STREET 
NEW  YORK.  N.  Y. 

Affiliated  with  IVER  J.  ERIKSON,  INC.,  Worcester,  Massachusetts 
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2  BIG  Profit  Opportunities 

-EXCELLO  COMBINATION  2"  ^>^^0  EXTRUDED 


ALUMINUM  DOORS 

AND  WINDOWS 

"ALUMINUM  SCREENS  FOR 

ALL  TYPES  OF  WINDOWS 

Dealers:  Write  for  Details  I 

LISCO  PRODUCTS,  INC. 

VALLEY  STREAM.  NEW  YORK 

Phonti:  CUrtis  S-7290  and  CUrtis  5-3925 


On  The  House 

{Confinucd  from  Page  7) 

as  beautiful  as  the  ones  he  has 
just  seen  with  metal  awninfr  in¬ 
stallations. 

*  *  . 

The  price  of  this  little  device 
is  only  and  the  cost  of  making 
the  films  is  very  modest.  They 
have  been  available  for  years  at 
all  tourist  centers  and  sell  like 
hot  cakes  to  visitors  who  want  to 
keep  permanent  records  of  the 
scenic  wonders  they  have  seen. 
Yet  up  to  now  I  have  never  seen 
any  businessman  make  use  of 
their  obvious  demonstration  ad¬ 
vantages.  No  doubt  there  are 
other  inexpensive  devices  which 
can  be  adapted  as  sales  aids  and 
the  dealer  who  is  alert  will  not 
fail  to  take  advantage  of  the  op¬ 
portunities  they  present  for  in¬ 
creasing  his  sales  and  profits. 


Business  Boom 

(Continued  from  Page  9) 

the  same,  while  8  per  cent  expected 
it  to  grow  worse.  At  least  40  per 
cent  of  the  accountants  said  that 
they  expected  small  business  would 
face  relatively  stable  conditions 
during  the  coming  year. 

Ju.st  what  the  Korean  situation 
will  do  to  business  nobody  really 
knows,  but  there  can  be  no  ques¬ 
tion  that  things  generally  look 
good  at  present  and  that  most  busi¬ 
ness  experts  expect  the  boom  to 
continue  to  the  end  of  the  year  and 
even  longer. 


To  Be  Completely 
Informed  On 
Movable  Awnings 

Read  the  August 
Issue  of 


BUILDING  SPECIALTIES 


July,  1950 


Mel’al  Awnings 

(Contiinicd  from  Pof/r  10) 

turor.  Veiit(d  construction  is  usu¬ 
ally  not  necessary  because  the  lack 
of  side  walls  allows  warm  air  to 
escape  readily  from  under  the  awn- 
in>r.  In  some  cases  the  awninjr  can 
be  assembled  right  on  the  job  out 
of  i)arts  that  the  installation  me¬ 
chanic  brings  with  him.  In  other 
designs,  measurements  are  taken 
by  the  salesman  and  the  awning  is 
as.sembled  at  the  shop  and  brought 
out  to  the  job  ready  to  be  installed. 
(The  latter  method  is  the  one  usu¬ 
ally  used  for  hood  type  awnings 
also) . 

Canopy  Types 

Canopy  or  vi.sor  types  have  the 
advantage  of  simi)Ie  construction 
and  allow  ample  visibility  and  light. 
They  are  often  .sold  to  dealers  as 
l)ackaged  units  marked  for  size 
and  can  be  assembled  in  a  ver.v 
short  time  frequently  with  noth¬ 
ing  more  than  a  screw  driver. 

C.  Shutter  Type— This  awning 
looks  very  much  like  a  Venetian 
blind  supported  outside  the  house 
at  an  angle.  Some  shutter  type 
awnings  have  fixed  slats  while 
others  have  slats  that  can  be  ad¬ 
justed  from  a  fully  clo.sed  to  a  com¬ 
pletely  oi)en  position.  With  one  ex¬ 
ception,  they  do  not  have  sides  and 
the  majority  belong  in  the  fixed 
awning  class. 

The  slats  are  horizontal  and  are 
.set  at  a  slight  downward  angle.  In 
some  designs  the  back  of  each  .slat 
turns  up  at  a  right  angle  while  the 
front  edge  turns  down.  Each  slat 
is  fastened  at  both  ends  to  a  strip 
of  metal  bent  in  a  series  of  steps 
and  slightly  overlaps  the  slat  be¬ 
low  it.  Although  they  overlap,  the 
slats  do  not  touch  each  other  and 
are  about  a  half  inch  apart  or  more. 

The  separation  between  the  slats 
and  the  open  sides  afford  ample 
visibility  and  light  and  at  the  same 
time  sun  and  rain  are  kept  out. 
Awnings  of  this  type  are  sold  as 
packaged  units  complete  with 

(Continued  on  Page  34) 


//7  construction  products  CECO  ENGINEERING  mskes  the  big  difference 


eystone  Wire  Cloth 

ALUMINUM  — BRONZE  — GALVANIZED 
Full  Range  of  Meshes  and  Finishes 
Keystone  Wire  Cloth  Co.,  Hanover,  Pa. 

DIVISION  OF 


WIRE  &  MFG.  CO.,  FOSTORIA,  OHIO 


Complete  Selection  of 
Storm  Window 
and  Screen  Products 


Combinotion  Storm 
Windows  ond  Scroen  Unit 
Precision  engineered  for 
easy  installation  and  sets* 
ieedree  operation.  .All- 
aluntinuin — extruded  sec* 
tions— self-storinK- 


You  won’t  miss  a  profit  oppor¬ 
tunity  when  you  sell  the  Ceco  line. 
For  here  in  one  single  source  are 
proven  profit  promoters  in  storm 
window  and  screen  products  of 
aluminum  and  steel  — skillfully  en¬ 
gineered  products  that  meet  cus¬ 
tomer  demand.  Here,  too,  is  fast 
friendly  service.  So  sell  the  line 
that  covers  the  field  best .  . .  sell 
CECO. 


Aluminum  Storm  Window 
for  Motoi  Cosomontt 

(overs  entire*  window, 
providinii  satisfactory  in¬ 
sulation.  (  ontrolled  ven¬ 
tilation.  installed  from 
the  inside  .Admits  more 
IiKht. 


Scroons 
Easily  in¬ 
stalled  or 
removed  — 
perfect  fit. 
Require  no 
t  ri  m  mi  nK 
or  fitting. 
Light,  easy 


Bosomonf 

Maw  Combinotion 

*  Scroon  ond 

I'QM  'twi  Storm  Ponol 

-around  protection  —  cuts  fuel 
— eliminates  screen  storage  prob- 
Full  ventilation,  (^an't  rot,  warp 


Aluminum  Combinotion  Storm 
ond  Scroon  Door 

Auxiliary  door  engineered  in 
aluminum— combines  beauty  with 
convenience.  Beautiful  clear  finish. 


CECO  STEEL  PRODUCTS  CORPORATION 

Gonorol  Offlcos;  S601  Wost  26fh  Stroot,  Chicogo  50,  Illinois 
Offkoi,  warohouses  and  fabricating  plants  in  principol  citioi 
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tMsii\oM  be 


We  use  only  the  Best  for  the  Best 

63  ST  S  extruded  oluminum  • 
Lumite  plastic  screening  •  Vinyl 
screen  spline  •  Double  strength 
glass  •  Stainless  steel  glass 
spline  and  screws  •  Embossed 
aluminum  kick  panel  •  Fine 
quality  pneumatic  door  closer  • 
Positive  action  latch  •  All  hard¬ 
ware  plated  solid  brass  or  alum¬ 
inum  •  Full  vision  equal  size 
panels  •  Everything  furnished 
— -  no  extras  to  buy.  Plus  the 
protection  of  lifetime  adjust¬ 
ment  if  needed  with  our 
AOJUSTO  CHANNELS  and 
ADJUSTO  BLIND  STOPS. 


Tow  pay  l•ss  and  gat  mora 
with  fha 

MOlONfV  DOOM 


luly,  1950 


29 


the  MOLONEY  DOOR 


ALUMINUM  COMBINATION 


MINNEAPOLIS 


,OME! 


MllVVAlJKEE 


CHICAGO  -ir 


ST.  LOUIS 


GRAND  RAPIDS 

★ 


ROCHfSTER  ir 
^  BUFFALO 

ELMIRA  -ff 


SPRINGFIELD 
^  SYRACUSE 
ALBANY 


PA  RAMUS 

★  ■^HOBOKEN 

MONTCLAIR 

.  ^  NEWARK 

PHILADELPHIA  ★ 


ir  PONTIAC 

DETROIT  ERIE 

^  CLEVELAND 

TOLEDO  AKRON^  STRUTHERS 

YOUNGSTOWN  alliance  PITTSBURGH 

MANSFIELD-|r  ★  WHEELING  ★  BALTIMORE 

SOUTH  BEND  .  CANTON 

COLUMBUS  ^  UANiuN 


if  SOMERVILLE 
Jf  BOSTON 

Jf  NEW  BEDFORD 

PORT  CHESTER 


★ 

■jt  DAYTON 
CINCINNATI  )f 


if  WASHINGTON 


•k  CHARLESTON 


if  EVANSVILLE 
LOUISVILLE  -k 


if  LEXINGTON 


I  if  WICHITA  ^ 

specialists  in  manufacturing 
luminum  combination  doors. 
3  else.  By  using  the  highest 
olant  engineered  for  volume 
est  door  made  —  at  a  price 
.  Our  specially  engineered 
ind  Stops  afford  maximum 
nd  contraction  .  .  .  eliminate 
s.  Twenty  standard  sizes  — 
of  all  door  frame  openings, 
ourself  —  many  profitable 
A^rite  today  for 


the 


Every  “star-marked”  city  means 
there  is  a  Moloney  stocking  distributor 
ready  to  serve  you  .  .  .  ready  to  show  you 
with  factory-trained  experts  how  hundreds  of  dealers  are 
boosting  lagging  sales  with  the  Moloney  Lifetime  Door. 
Now  ...  no  more  lost  business  due  to  slow  delivery.  No 
more  of  those  expensive  call  backs.  You  make  steady 
profits  with  Moloney.  Our  exclusively  designed  door  is 
the  finest  made  .  .  .  has  the  features  and  the  price  that 
make  selling  easy  for  you.  Let  us  send  you  complete 
information  including  our  dealer  plan.  Act  now, 
MOLONEY  don’t  delay!  Write  at  once. 

Merchandising  Plan^ 

'Sales,  engineering  and 
installation  “helps". 

Folders,  advertising  mats,j 
displays. 


1 1  new  distributors  in  30  days 


JOIN  THE  PROFIT  PARADE! 


Wire,  write  or  phone 

THE  MOLONEY  COMPANY 

J  2409  Terminal  Tower  •  Cleveland  1 3,  Ohio 

PRospect  1  >0705 


Read  This,  Mr.  Dealer: 

"Your  work  is  rapidly  making  BUILDING 
SPECIALTIES  the  Bible  of  the  trade!" 

That’s  what  D.  H.  Dundas  of  the  Venango  Supply  Co., 
prominent  dealer  in  building  specialties,  has  to  say 
about  our  publication.  And  he  is  only  one  of  hundreds 
who  have  written  in  to  tell  us  how  BUILDING 
SPECIALTIES  has  helped  them  with  its  numerous  and 
informative  articles  on  new  products,  installation 
methods,  and  advertising  techniques — among  other 
things  designed  to  help  you  increase  your  volume  and 
profits. 

It’s  full  of  “Ten  Commandments’’  in  all  departments! 
It  costs  only  $3  a  year!  Use  the  convenient  coupon 
right  away! 


BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Please  send  me  Building  Specialties  for  one  year 
(12  monthly  issues),  at  $3. 

Bill  Me  □  or  Check  Enclosed  □ 

My  Name . Position . 

Company  . 

Address  . 


n  Dealer  □  Distributor  Other 


BUILDING  SPECIALTIES 


ITABLY 

Advertised 


k/f\Wl  YOU  CAN  PROF 

NUlf-  pptaii 

I  &  G  SALES  CO  PGH  6,  PA 


America's  Strongest  and 


MOST  DURABLE 

ALL  ALUMINUM 

COMBINATION  DOOR 

Check  These  Outstanding  Features: 
for  •  NEW!  Heavy  gauge  aluminum 

HINGE  with  stainless 

_  steel  bearings  and  non- 

rising  pin  —  guaranteed 
hr  life. 

•  NEW!  "Weather  Lock”  inside 
and  outside  seal  —  for 
each  glass  insert. 

•  NEW!  BURGLAR  PROOF  inserts 
— completely  extruded — 
3  glass  inserts  and  2 
screens. 

•  NEW!  Every  "STORM  WIZ¬ 
ARD"  complete  in  alu¬ 

minum  jamb. 

Immediate  Delivery  ! 

Many  exclusive  territories  still  available. 


B&G  SALES  CO. 


5936  BROAD  STREET 
.  PITTSBURGH  6,  PA. 


Asphalt  Tile 

{Continued  from  Paife  15) 

fre.sh  colons,  the  new  tiles  are  not 
con.spicuous. 

Economical  maintenance  is  an¬ 
other  feature  which  recommends 
the  material.  Occasional  washing 
with  mild  .soaj)  or  deterj^ents,  and 
light  waxing  with  water-emulsion 
wax  is  all  that  is  required  to  keep 
them  fresh  and  attractive.  Com¬ 
bining  all  the.se  positive  factors, 
asphalt  tile  thus  provides  a  beauti¬ 
ful  wall  surface  which  is  a  nearly 
wear-jiroof,  damage-jiroof,  and  per¬ 
manent  as  can  be  achieved  and  at 
a  considerably  lower  cost  than  that 
of  almo.st  any  other  material. 

Asphalt  tile  can  be  applied  to  any 
smooth,  dry  plaster,  sheet  rock,  ply¬ 
wood  or  hardwood  wall.  Room  tem¬ 
perature  should  be  at  least  70  de¬ 
grees  Fahrenheit  while  the  work  is 
being  done.  All  holes  and  cracks  in 
the  walls  must  be  filled  in  with  a 
latex-type  patch,  made  e.specially 
for  skim  coating  and  sm.oothing  up 


CUT  SALES  RESISTANCE! 


Turn  Prospects  Into  Customers 
Fester  With 

WONDER 
W  I  N  DOW 

Fully  Assembled  WOOD  Com¬ 
bination  Screen  &  Storm  Unit. 


*  Completely  Assembled 

*Full  Screens  For  Summer 
Comfort 

*  Sells  All  Year-Round 

*  Easily  Installed.  Changed 
From  Inside 

*  Light  Weight,  Easy  To  Handle 

*  Patented  Burglar  Proof 
Fasteners 

*  Wood  Treated  With  Preserva¬ 
tives,  Water  Repellent 

*  Priced  To  Sell  and  Sell  Fast 


DEALERS 

PRICE 

S076 


FULLY 
ASSEMBLED 
'  24  X  24  Class  Size 


Distributor's  franchise  Offered 


WONDER  WINDOW  COMPANY 


Fitchburg,  Mast. 


July,  1950 
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rough  and  worn  si)ots.  The  patch  is 
allowed  to  dry  and  then  sand- 
|)ai)ered  smooth.  Xew  i)laster  walls 
must  he  primed  with  a  wall  tile 
primer.  It  is  important  that  walls 
he  free  from  all  loose  or  scaly  plas¬ 
ter  before  applying  primer  with  a 
brush. 

The  starting  line  must  he  level 
and  should  he  slightly  less  than  the 
height  of  one  tile  up  from  the  floor 
at  lowest  i)oint  in  room  .so  that  any 
unevenne.ss  in  the  floor  can  he 
scribed  and  cut  from  the  bottom 
row  of  tile.  A  carpenter's  level  and 
straight  edge  can  he  u.sed  to  estab¬ 
lish  a  level  line.  A  thin  wood  .strij) 
tacked  along  the  level  starting  line 
will  supi)ort  and  j)revent  the  tile 
from  sliding  or  .sagging  until  the 
adhesive  has  set  hard.  The  wood 
.strip  may  he  removed  after  the 
adhesive  has  set  (about  2  hours), 
then  .scribe  and  fill  in  the  bottom 
row  of  tile. 

I  se  of  Wall  Base 

If  a  wall  ba.se  is  to  be  u.sed,  the 
level  starting  line  should  be  estab¬ 
lished  •  i"  below  the  top  of  the 
wall  base  line  .so  an  apparent  full 
tile  will  show  along  the  top  of  the 
base.  Space  between  the  bottom  of 
the  wall  tile  and  the  floor  is  then 
filled  with  any  tile  available.  The 
wall  ba.se  is  then  set  against  the 
a.sphalt  wall  tile. 

The  wall  tile  adhesive  should  be 
ai)plied  with  a  notched  trowel. 
Spread  the  adhesive  over  a  small 
area  (sufficient  for  6  to  8  .square  ft. 
at  a  time),  then  immediately  start 
.setting  the  tile  up  from  the  w'ood 
strip  and  against  the  door  casing 
in  a  diagonal  manner.  A  hand  roller 
should  be  u.sed  to  press  tile  firmly 
in  place.  The  back  of  the  tile  may 
be  heated  and  moulded  into  place 
with  a  hand  roller  where  uneven 
places  in  the  wall  are  encountered. 

Asphalt  tile  can  be  moulded 
around  both  inside  and  outside  cor¬ 
ners  by  heating  the  tile  on  the  back 
and  face.  Care  should  be  taken  to 
avoid  .scorching  the  face  of  the  tile. 
After  dipping  the  hand  roller  in 
(Contimied  on  Page  35) 


Are  you  getting  your  shore 
of  aluminum  awning  profits? 


Get  your  shareaf  aluminum 
awning  pri>iits  with  Shade  King . . . 
low-priced  for  mass  selling  .  .  .  designed 
to  save  profit-cutting  handling  costs! 
Quick,  easy  assembly  from  Shade  King 
standard  parts  requires  no  special 
equipment,  no  skill!  And  standard  parts 
simplify  inventory  and  re-ordering! 


TERRITORIES  OPEN 

Act  now!  Moil  coupon 
for  full  details... 


PKODUX.  Nacional  Di^crihutors  li 

1001  Kidffe  Ave.,  Pittsburgh  33,  Pa. 

Gentlemen: 

1  ceriainl>  am  interested  in  cashing  in  on  metal  a^n 
ing  profits  with  Shade  King.  Please  send  complete  in 
formation  at  ome. 

Name . 

Business . 

Address . 

(.ii> . Zone. . .  .State . 


PRODUX,  INC. 

1001  Ridge  Ave.,  Pittsburgh  33,  Pa. 

SHADE  KING  LOWER  PRICES  MEAN  MORE  SALES! 


Afa  Moile/i  WluU  you  Need 


WEATHERSTRIPS 


Qll  CENTRAL'S  EAST  EEFICIENT  SERVICE 
For  a  dependable  source  of  supply 
for  the  highest  quality  weatherstrip- 
ping  material,  you  can’t  beat  Cen¬ 
tral.  Take  advantage  of  fast  deliv¬ 
eries  from  our  complete  stock  and 
efficient  service  on  special  strips 
made  to  meet  your  most  exacting 
requirements.  Be  sure  to  check  with 
Central  for  your  next  weatherstrip 
requirements.  Write  for  free  catalog 
today ! 


CENTRAL  METAL  STRIP  COMPANY 

4343  No.  Western  Ave.,  Chicago,  Illinois 


BUILDING  SPECIALTILij 


ment  should  be  organized  which 
will  concern  itself  only  with 
kitchens.  It  is  not  necessary  to 
start  off  with  a  big  crew  of  sales¬ 
men.  One  man  who  really  knows 
his  business  can  turn  in  enough 
orders  to  keep  the  dej)artment 
busy  but  this  man  must  devote  his 
efforts  entirely  to  kitchens  and  do 
nothing  else. 

Large  Show  Room 
3.  A  large  show  room  in  which 
one  or  more  complete  kitchens  can 
be  displayed  is  a  necessity.  It  is 
an  advantage  to  have  the  show 
room  located  in  a  shopping  center 
or  in  a  fairly  bu.sy  section  of  a 
town.  On  the  other  hand,  a  great 
many  successful  dealers  have  set 
up  large  show  rooms  on  busy  high¬ 
ways  on  the  outskirts  of  a  city  or 
town.  In  such  locations  it  is  easy 
to  provide  ample  parking  space 
also  very  large  billboard  advertise¬ 
ments  which  might  be  prohibited 
in  the  center  of  the  town  can  be 
used  freely  in  out  of  town  sites. 


kitchen  business  is  highly  creative 
both  in  its  selling  and  application 
aspects. 

The  building  specialty  dealer  is 
ideally  suited  to  the  custom  kitchen 
field.  He  knows  how  to  .sell  to  the 
home-owner  and  he  has  the  sales 
and  installation  personnel  who  will 
require  only  a  little  additional 
training  for  this  work. 

You  can  get  into  the  kitchen 
business  in  a  very  modest  way  or 
you  can  go  into  it  as  a  big  operator. 
Here  are  the  basic  requirements 
for  a  successful  custom  kitchen 
business: 

1.  The  amount  of  capital  needed 
varies,  but  about  $10,000  will  get 
you  safely  started.  It  is  possible  to 
begin  with  less  and  some  successful 
kitchen  men  have  already  shown 
that  this  can  be  done.  In  the 
opinion  of  one  well  known  kitchen 
expert,  however,  at  least  $10,000 
is  required. 

2.  If  you  are  selling  other  things 
Ix'sides  kitchens,  a  separate  depart¬ 


Selling  Kitchens 

(Continued  from  Page  16) 
to  w'alls  of  any  length.  Of  course, 
the  greater  the  variety  of  sizes, 
colors,  and  types  of  cabinets  pro¬ 
vided  by  the  manufacturer,  the 
easier  the  dealer’s  task  of  doing  a 
good  job  of  fitting  the  kitchen 
equipment  to  the  walls. 

Filler  Strips 

Many  manufacturers  provide 
filler  strips  to  fill  empty  spaces 
not  covered  by  cabinets  and  a  few 
will  also  provide  continuous  cabi¬ 
net  and  sink  tops  to  give  a  unified 
appearance  to  a  row  of  cabinets. 
But  the  fitting  of  standard  equip¬ 
ment  into  a  kitchen  so  that  it  looks 
like  a  cu.stom  job  built  specially 
for  a  particular  installation  is 
e.s.sentially  the  dealer’s  business. 

There  is  more  to  the  dealer’s 
work  than  merely  doing  a  good 
installation.  The  kitchen  must  also 
be  fitted  to  the  needs  of  a  particu¬ 
lar  housewife  and  the  special  needs 
of  her  famil.v.  Thus  the  custom 


IT  WILL  PAY  YOU 
TO  INVESTIGATE... 


SELF-STORING 
ALUMINUM 
COMBINATION 
STORM  SASH 
AND  SCREEN 

Shipped  in  the  NtW 


•  )0  Seconds  to 
Change-Over 
(From  the  Inside) 

•  Sosh  Mode  to 
Meosure 


o  Prompt  Deliveries 


Notionolly 

Advertised 


0  Self  Storing 

•  Gloss  Set  in 
Rubber 


•  Good  Profits 


CONTAINERS 


Trouble  Free 


Eosily  Instotled 


‘FEATHER. PAK  Com- 
toiners  ...  to  iM«rc 
iff  progeNtd  sklhrorv 
onywhero  —  ony  gnoo* 
tity  —  cooipltttly 
«ssemblt4. 


All  Eitruded 
Sections 


No  intricote 
Mechanism 


EXCLUSIVE  TERRITORIES 
OPEN  TO  ALERT  DEALERS 


WITHOUT 
BREAKAGE ! ! 


MANUFACTURING  COMPANY 

8205  LYNDON  •  OETROIT,  MICH. 


Furthermore,  there  are  far  fewer 
advertisements  in  such  places  to 
distract  the  attention  of  your  cus¬ 
tomers  from  your  own  advertising? 
message.  F'inally,  you  will  get  much 
more  space  for  less  money  and 
your  property  taxes  will  be  con¬ 
siderably  lower  than  in  the  center 
of  the  town. 

4.  You  should  have  a  girl  in  the 
show  room  at  all  times  to  take  tele¬ 
phone  messages  and,  when  neces¬ 
sary,  to  show  people  around  the 
display  room  if  the  .salesman  is 
out.  Since  a  great  many  of  the 
visitors  to  the  show  room  will  be 
housewives,  an  intelligent  girl  who 
is  well  ti'ained  and  can  engage 
women  in  sales  talk  based  on  the 
woman’s  point  of  view  can  be  very 
helpful. 


WITH  THE  MAGIC 


ALUMINUM  COMBINATION  DOORS 


•  EASILY  I  N- 
STALLED 

(N«  iRtrlcatt 
MKhamtin) 

•  A  WARRANTEEO 
ntODUCT 
(Rcgiil«r*(l  Ccr- 
tificolt) 

•  SHIPPED  COM¬ 
PLETE 

(S  Stoinlcn  Stml 
Hinges,  Air  Arm 
A  Cham  Stop) 


Sell  .Appliances 

5.  You  should  .<ell  all  the  ap¬ 
pliances  that  go  into  a  kitchen. 
You  can  arrange  this  on  the  basis 
of  a  dealership  or  if  this  is  not 
possible  you  can  arrange  a  hook  up 
with  a  local  joVjVter  or  distriliutor 
who  will  be  glad  to  give  you  a 
dealer's  discount.  Another  possi¬ 
bility  is  an  arrangement  with  a 
local  retailer  who  will  give  you  a 
commission  on  all  appliances  you 
order.  Since  you  can  easily  become 
a  large  and  steady  source  of  busi- 
ne.ss,  mo.st  jobbers,  distributors, 
and  appliance  retailers  will  be  very 
glad  to  work  out  a  mutually  sati.s- 
factory  deal  to  supply  you  with 
whatever  you  need. 

6.  In.stallation  can  be  handled  in 
several  ways.  If  the  volume  of  busi¬ 
ness  does  not  permit  an  installation 
mechanic  on  the  payroll,  you  can 
have  a  skilled  man  do  the  work 
on  an  hourly  pay  basis  or  for  a 
fixed  fee  for  each  job.  One  man 
and  a  helper  can  easily  do  the  job. 
The  man  who  runs  your  kitchen 
department  should  know  enough 
to  be  able  to  give  your  mechanic 
any  special  pointers  he  needs  for 
the  finst  few  jobs  on  installation 
methods.  In  many  ca.ses  the  manu¬ 
facturer  will  be  glad  to  .send  a 
factory  repre.sentative  to  help  your 
mechanic  at  the  beginning.  Some 
manufacturers  have  a  special 


•  GLASS  SET  IN 
RURBER 
(Trouble  Frto) 


•  BOTTOM  AD¬ 
JUSTMENT  SILL 


Shipped  in  the  MKW 


CONTAINERS 


*  FEATHER-PAK  Containers  .  .  .  fo 
imuru  )tt  propelled  doliroiy  aoy- 
whori — pay  quaoHty— cooiplottly  a«- 
Morbltd. 

WITHOUT  BREAKAGE!  1 1 


NATIONALLY  ADVERTISED 


EXCLUSIVE  TERRITORIES 
OPEN  FOR  ALERT  DEALERS 


manufacturing  company 
8205  Lyndon  •  Detroit,  Mkh, 


SEND  FOR  FURTHER  INFORMATION  fr  PRICES 


subcontracts  the  plumbing  and 
electrical  work. 

Installation  costs  should  run  to 
about  10  {)er  cent  of  the  list  price 
of  the  cabinets,  unle.ss  you  are  do¬ 
ing  a  big  volume  of  business  in 
which  case  the  cost  will  be  con- 
.siderably  le.ss. 

7.  A  knowledge  of  kitchen  plan¬ 
ning  is  a  very  important  part  of 
the  kitchen  man’s  training.  This 
(Continued  on  Page  36) 


.school  at  which  mechanics  can  be 
trained  in  about  a  week. 

Your  in.stallation  man  should 
have  a  good  knowledge  of  car¬ 
pentry,  be  thoroughly  familiar 
with  the  line  you  are  .selling,  and 
should  have  a  general  knowledge 
of  plumbing  and  electrical  work  so 
that  he  can  place  the  plumbing 
and  electrical  connections  projierly. 
He  does  not  have  to  be  an  expert 
in  the  latter  trades  since  the  dealer 


BUILDING  SPECIALTIES 


LOWEST  COST 
BIGGEST  PROFIT 


Metal  Awnings 

(Coutinucd  from  Page  27) 

brackets  and  screws  and  installa¬ 
tion  is  so  simple  that  the  customer 
can  put  them  up  himself  if  he 
wants  to. 

I).  I)<M)r  Canopies — These  are 
basically  fixed  awnings  and  usu¬ 
ally  correspond  clo.sely  to  the  style 
of  companion  awning  made  by  the 
manufacturer.  A  few  designs  are 
vented  but  the  majority  are  not 
and  they  generally  do  not  have 
sides.  A  door  canopy  may  be  as 
simple  as  a  single  .stamped  sheet 
of  metal  supported  by  brackets  or 
as  elaborately  styled  as  an  imita¬ 
tion  gable.  They  rarely  require  as- 
-sembly  and  usually  are  available  as 
packaged  units  in  a  few  standard 
sizes. 

Installation  is  generally  extreme¬ 
ly  simple  and  requires  very  little 
time. 

Patio  Covers 

Patio  and  terrace  covers  are 
really  oversized  awnings  with  very 
short  sides.  They  are  usually  as- 
•sembled  out  of  .sections  or  slats  of 
the  .same  width  as  awnings  but  of 
greater  length.  Most  patio  covers 
are  not  vented  since  the  very  short 
sides  (if  any)  permit  a  free  flow  of 
air.  Installation  is  .somewhat  more 
elaborate  than  that  required  for 
window  awnings  since  these  large 
as.semblies  need  the  support  of  a 
metal  framework.  However,  there 
is  nothing  complex  about  such  in¬ 
stallations  and  any  properly  trained 
mechanic  can  put  them  up  without 
trouble. 

The  framework,  which  usually 
has  legs  extending  to  the  ground, 
may  be  made  up  of  metal  parts  sup¬ 
plied  by  the  manufacturer  or  sim¬ 
ply  made  out  of  pipes  by  the  dealer 
him.self.  In  the  warm  climate  areas 
of  the  country  such  patio  covers 
are  frequently  used  as  car  ports. 

All  the  awnings  mentioned  above 
are  finished  in  baked  enamel  col¬ 
ors  and  feature  a  wide  variety  of 
colors. 

( Movable  awnings  will  be  dis¬ 
cussed  in  an  article  in  the  August 
issue.) 


Tile-Rite  passes  every  test ! 

Top  quality  appearance 

Greater  durability 
Higher  heat  resistance 
and  NOW...  Easier  installation 

New,  scientifically  ^  -v  ” 

signed  CORNER  TILES,  r  '  \  . 

precision  molded, guar-/ 

anteed  to  match  field/  " 

tile  colors,  eliminate/ 

difficult  spacing  prob  /  .v  ,  y  . 

lems  and  insure  per-/. 

feet  alignment  on/  . 

straight  line  or  stag-/ 

ger  jobs  for  both/ 

new  construction/  y*. 

and  remodeling. 


When  cuitomeTi  demand 
the  finest . . .  the  choice 
is  TILE-RITE  .  .  . 
backed  by  a  factory 
guarantee. 


Send  foilay  for  foinpiflf  infoiinalinn  on  Ti 
Kitf'n  mcrrhandi-'ing  proprrani.  Help  youroelf 
bigger  profit*,  greater  aale-i  volume  and  bm 
ru«tomer  *at>*(aciion. 


TUE  taurknt 

5109  Euclid  Avenue  •  Cleveland  3,  Oh! 


2LT  15X16  2LT  15X20 


2LT  15X12 


CELLAR-SEAL  Combination  Screen 
and  Storm  Sash  units  are  available 
for  all  standard  steel  basement 
windows.  The  screen  fastens  to  the 
basement  sash  and  is  designed  to 
accommodate  a  glass  panel  insert, 
which  is  quickly  installed  while  the 
screen  is  in  place.  Storm  window 
protection  can  be  provided  within 
a  few  moments  without  a  screen 
storage  problem.  The  metal  frame 
screen  is  wired  with  18x14  mesh 
bronze  screen  cloth.  The  storm 
panel  insert  comes  complete  with 
glass,  and  has  a  metal-edge  binder 
frame  and  attaching  clips  and 
screws. 


on  the  Waiting  Market  for 

Storm  Sash 

Windows 

Screens 


B.  B.  LESSAH  &  ASSOCIATES 


2917  Cornegie  Arc.,  Cleveland  IS,  Ohio 
Notional  Sales  Distributor 


We  are  interested  in  CELLAR-SEAL  COMBINA¬ 
TIONS.  Please  send  complete  data. 

n  DISTRIBUTORSHIP  □  DEALERSHIP 

□  INFORMATION 


Porch  Enclosures 

U'rilr  for  Money-Mabinf  Details 

^WcaifiBX  ^J^xodaeix 
doxfioxaiion 

2tS  t.incoln  A  ve.,  Syracuse  4,  N,  Y. 


ADDRBS 


PRESENT  BUSINESS 
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Get  Your  Foot  in  the  Door 

H.  K.  McDaniel,  Eugene,  Ore., 
reports  that  hi.s  firm  has  been  sell¬ 
ing  metal  kitchen  units  to  one  out 
of  five  prospects  who  either  write 
in  or  come  to  the  yard  as  a  result 
of  advertising.  What  is  more.  Mc¬ 
Daniel’s  men  continue  to  .sell  the.se 
same  cu-stomers  more  units  .  .  .  the 
whole  kitchen  is  planned  in  ad¬ 
vance.  and  after  the  initial  sale,  a 
prospect  card  file  is  .set  up,  with 
dates  for  later  calls  and  sugges¬ 
tions  for  what  units  to  .sell  ne.xt. 

“It’s  the  old  theory,”  .says  Robert 
Fairchild,  assistant  manager,  “of 
getting  your  foot  in  the  crack  of 
the  door.  We  do  this  with  our  plan¬ 
ning  kit  and  a  garbage  di.sposal  in¬ 
stallation.  These  run  $119.50,  and 
are  not  to  be  laughed  at  as  profit 
item.s,  but  the  really  big  j)rofit  fol¬ 
lows.  In  other  words,  if  we  can 
.sell  the  garbage  disjuj-sal  unit,  we 
will  build  the  rest  of  the  kitchen 
around  that  installation,  without 
trying  to  make  .section  sales  until 
the  garbage  unit  is  in  and  working. 

“Our  .store  display  heljjs  to  .stim¬ 
ulate  intere.st,  but  the  final  .sale  is 
usually  made  in  the  prospect’s  own 
home.  Kitchens  are  best  sold  after 
the  home  has  been  measured  and 
you  can  sit  down  with  the  house¬ 
wife  at  the  kitchen  table  and  set  up 
a  working  miniature  of  her  kitchen, 
making  an  over-all  plan.” 

*  *  * 

Asphalt  Tile 

{ContiuHcd  from  Ptuie  81) 
cold  water  the  tile  may  be  moulded 
into  place.  Fingers  should  not  be 
pre.s.sed  against  the  tiles  while  they 
are  hot,  as  this  will  leave  notice¬ 
able  indentations.  Top  edge  can  be 
finished  off  with  a  i)remolded  edg¬ 
ing  strijj.  A  good  two-man  crew  can 
apply  api)ro.\imately  500  .square 
feet  of  asphalt  tile  per  day  on  walls, 
depending  upon  the  design  and  size 
of  areas. 

The  rapidly  e.xpanding  use  of 
asphalt  tile  as  a  wall  coveidng  is 
a  tribute  not  only  to  all  the  fine 
qualities  carefully  built-in  over  the 
years,  but  also  to  the  di.scernment 
and  good  taste  of  the  consumer. 


I  ^  COMBI 


ALUMINUM  3-CHANNEL 


COMBINATION  STORM  WINDOWS  AND  SCREENS  « 


Two  Channels  for  Storm  Sash  .  .  . 

.  .  .  One  Channel  for  Screen 

Permanent  installation.  Screens  and  storm  sash  slide 
up  and  down  like  ordinary  windows.  Never  have 
to  be  removed,  winter  or  summer- but  are  easily 
removable  (from  inside)  if  desired.  Removable  sill 
for  ledge  cleaning.  Window  ventilation,  top  and 
bottom.  Easy  finger-tip  control. 


Aluminum 
Half  Screens 

Both  frame  and  screen  arc  of  aluminum 
Completely  rustproof  Never  require 
paintinq.  Screen  is  easily  removable 
for  rewiring  All  standard 
sires — also  built  to  spe¬ 
cifications 


Aluminum 
Casement  Screens 

All  aluminum  frame  and  screen. 
Never  rusts  or  warps.  No  paint¬ 
ing  ever  necessary.  Light  to 
handle.  Last  indefinitely.  Screen 
is  removable  for  rewiring. 

Guarantee 

Our  30  years  of  experience 
is  your  guarantee  of  satis¬ 
faction  or  your  money  back. 


jHiieAoiuAA 


Weatherstrip 

All  types  and  sizes,  including  brass  aii4 
aluminum  thresholds.  Noted  for  their 
ease  of  installation.  Immediate  shipment 
from  stock  j: 

SECURITY  SASH  &  SCREEN  COj 

1757  Puritan  Detroit  3,  Mich; 


COMBINATION 
STORM  SASH  and  SCREENS 


cUrtt  <U*hc. 

mcUUr  oh 


Tqke  orderi  from  o 
sample  wir»dow  furnished  on  a  money 
bock  guorontee.  We  ship  Knocked  Down  or  completely  glaxtd. 
Write  todoy  for  complete  information. 


KAUFNIANN  CORP.  detrou,”  Michigan 


It's  Actually 

INVISIBLE 

WATIRPROOFING 
You  can't  SEE  it 
or  FEEL  it  .  .  . 

BUT  IT  WORKS 
LIKE  MAGIC 


Waterproofs  ANY  MASONRY  SURFACE— Exterior  or  Interior 

MONSOON  is  the  most  revolutionary  development  in  woterproofing  in  5,000 
yeors.  It  is  economical  —  spray  it  or  brush  it  on  concrete,  cement,  brick, 
mortar,  stocco,  osbestos,  etc.  Single  application  lasts  many  years. 

Opens  Thousands  of  Profitable  New  Jobs  for  You. 

STATE  CHEMICAL  CORP. 

1265  Broadway  New  York  1,  N.  Y. 

A  tew  exclusive  distributorships  still  available 


WANTED!! 


DEALERS  — DISTRIBUTORS 

-  Go-getter$  —  interested  in  high  profits  with  a  smooth  selling,  “in  demand'' 
product. 


HELP!! 


We  need  your  help  to  market  the 
finest  quality  line  of  iron  railings,  porch 
columns,  canopy  brackets  —  finest  mate¬ 
rials,  workmanship  and  styles. 


SURPRISE!!  .“t;™";.  m 

You'll  be  surprised  .  .  .  ^  \  i'  \  Al 

c  ♦  11  J  (J  \i/  I 

So  easy  to  sell  .  .  .  if 

Every  homeowner  a  customer  ^  C 

So  low  in  price  .  .  .  f  ^ 

Lowest  price  in  the  field  ^  ||r  | 

So  high  in  profit.  COLONIAL  TTFE  "B" 

PHONE,  WIRE,  WRITE  FOR  FULL  INFORMATION 

LOCKE  MANUFACTURING  COMPANY 


300  Cherry  Street 


West  Salem,  Ohio 


BUILDING  SPECIALTIES 

Selling  Kitchens 

{Continued  front  Pof/e  33) 
i.s  not  difficult  to  acquire.  A  vveek’.s 
training  is  sufficient  and  an  intelli¬ 
gent  man  can  get  all  the  informa¬ 
tion  he  needs  to  know  from  the 
manufacturer’s  literature  and  spe¬ 
cial  brochures  put  out  for  this 
purpose. 

8.  Your  best  leads  will  come  from 
satisfied  customers  who  will  recom¬ 
mend  you  to  their  friends.  Don’t 
fail  to  put  an  attractive  ad  in  the 
k>cal  classified  telephone  directory. 
You  will  be  amazed  at  the  large 
number  of  leads  that  will  turn  up 
from  this  source.  Naturally  you 
should  make  full  use  of  canva.ssing 
crews,  as  well  as  direct  mail  and 
newspaper  advertisements. 

The  custom  kitchen  business  of¬ 
fers  wonderful  opportunities  for 
profit  to  the  alert  dealer.  It  is  not 
a  mere  line  of  products  but  a  com¬ 
plete  business  in  itself  with  a 
tremendous  and  rapidly  increasing 
market.  Extensive  advertising  cam¬ 
paigns  by  many  manufacturers  in 
first  class  national  consumer  maga¬ 
zines  have  made  millions  of  women 
kitchen  con.scious.  The  efforts  of 
builders  to  .sell  new  homes  by  in¬ 
stalling  beautiful,  modern  kitchens 
have  al.so  made  a  tremendous  im¬ 
pression  on  home  owners  and 
created  an  enormous  market.  The 
dealer  who  goes  into  the  kitchen 
business  today  and  works  ag¬ 
gressively  cannot  fail  to  succeed. 


Advertising 

(Continned  from  Pofie  17) 
cerns  are  usually  specially  prepared 
after  receipt  of  order  to  assure  live 
names  and  addresses.  However,  the 
larger  hou.ses  maintain  certain  li.sts 
in  live  condition  at  all  times  and 
can  furnish  accurate,  guaranteed 
duplicates  quickly.  Reference  to  the 
cla.ssified  .section  of  city  telephone 
books  will  .supply  names  of  mailing 
li.st  concern.s. 

The  use  of  investigators  or  “ob- 
.servers”  i.s  a  plan  that  i.s  increa.s- 
ing  in  u.se.  In  .some  instances  the 
investigator  is  a  full-time  worker 
employed  on  a  definite  salary  basis. 

{Continued  on  Page  38) 
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LEADER 


^HOTHiR  Alum-ALite  smsHi 


More  in  Demand  Than  Ever! 
Famous  AlumALite 


TRIPLE-TRACK  All-Aluminum 
Combination  Windows! 

America’s  highest-quality 
storm  window.  Three-track 
construction  gives  a  separate 
track  for  each  of  the  two 
glass  inserts  and  the  screen 
insert. 

SHIPPED  KNOCKEO-DOWN . . . 
EASILY  ASSEMBLED 
IN  YOUR  OWN  WORKSHOP! 


7^ 


Dealer's  Prices 
Shipped 

Knocked-DownI 


Afum-A-Lite— The  Country's  Most  Valuable  Storm  Window  Franchise! 


THE  WEATHER-PROOF  co. 

1407  East  40th  Street  •  Cleveland  3,  Ohio 
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BUILDING  SPECIALTIES 


LIGHTWEIGHT  TILE  FOR  HEAVYWEIGHT 

Get  Your  Share  of  This  Profitable  Business 

with 


SALES 


ALUMINUM 
WALL  TILE 

18  SPARKLING  COLORS 

•  BEAUTIFUL  PASTELS 

•  POPULAR  MOTTLED  EFFECTS 

A  glistening  glass  smooth  finish  bonded  to  ALCOA 

Aluminum  with  our  exclusive  "Infra-therm"  fusing 

process — will  not  chip,  crock,  erase  or  peel. 

•  IDEAL  FOR  OVERCOUNTER  SALES!  Altico 
individual  tiles  are  desisned  for  simple 
customer  installation.  Each  sale  is  a  pro¬ 
ductive  salesman. 

ACT  FAST? 


•  THE  BUILDING  BOOM  IS  HERE!  ALTICO— 
PRICED  RIGHT  FOR  BUILDERS  —  IS  A 
NATURAL  FOR  DRY  OR  WCT  WALL  CON 
STRUCTION.  FACTORY  COOPERATION. 


OeALlRSHIPS  OPEN 

For  more  information 
write  to 


ALLOY  TILE  CORP 


D«pt.  *'A/'  113  Roosevelt  Ave.,  Belleville,  N.  J. 


modern  as  tomorrow 
This  is  the  Door  to  Bigger  Profits 


LOOK  AT 
THESE  CALDER 
FEATURES 

•  Sturdy  aluminum 
frame 

•  Heavy,  tough  olumi. 
num  hide 

•  Exclusive  frock  and 
roller  design  wedges 
door  tight  with  no  iom* 
ming 

•  Track  joints  olwoys 
in  line 

•  Oil  resistant  Neo¬ 
prene  tired  rollers 

•  Bind-proot  locking 
mechanism 

•  Interlocking  weather* 
proof  joints 

B  Sections  individuolly 
replaceable 


'Outstanding  features  of  Calder 
Overhead  Garage  Doors  make  sales 
easy  because  their  superiority  is 
quickly  recognized.  Generous 
dealer  discounts  make  them  an  ex¬ 


ceptional  opportunity  for  progres¬ 
sive  distributors  and  contractors. 
We  invite  you  to  open  the  Calder 
Door  to  Profitable  enterprise.  W rite 
for  full  information  today. 


Advertising 

{Cotithnicd  from  Pa(je  ,36) 

In  other  he  i.s  jiaid  a  commi.s- 

.sion  on  .sales  resulting  from  name 
data  turned  in  to  his  employer.  A 
third  method  provides  for  payment 
of  a  sjiecified  amount  for  each 
name. 

A  typical  e.xample,  reported  in 
Printers’  Ink  magazine,  is  that  of 
a  roofing  material  distributor  who 
employed  an  intelligent  man  to 
comb  the  city  in  order  to  create  a 
100' <  accurate  list  of  homes  need¬ 
ing  reroofing.  When  this  man  lo¬ 
cated  such  a  home  he  asked  the  oc¬ 
cupant  of  the  hou.se  for  the  name 
and  address  of  the  owner.  Seldom 
did  he  encounter  any  difficulty  in 
.securing  the  information  needed. 
These  owners  were  then  followed 
up  by  a  well  planned  and  executed 
Direct  Mail  Advertising  campaign, 
consisting  of  four  mailings. 

Sales  To 

The  advertiser’s  records  show 
that  the  campaign  produced  .3.37 
replies  per  1,000  names,  and  that 
.sales  were  made  to  practically  50' > 
of  the  prospects  who  returned  the 
post  card  enclo.sed  with  the  letters 
and  mailing  pieces.  While  the  re¬ 
sults  of  this  particular  campaign 
may  be  unusually  high,  the  ex¬ 
ample  emphasizes  the  high  value 
of  a  list  of  known  jirospects. 

Keep  Old  Customers 

A  speciali.st  in  the  production  of 
Direct  Mail  Advertising  for  retail 
stores  recently  said,  “Most  of  the 
money  invested  by  the  average 
bu.siness  in  advertising  i.s  to  get 
new  customers  to  replace  the  old 
ones  who  are  allowed  to  drop  by 
the  wayside.  It  is  simply  pouring 
new  customers  at  the  toj)  and  let¬ 
ting  old  ones  run  out  at  the  bot¬ 
tom.”  He  might  well  have  added 
that  the  cost  of  .securing  new  cu.s- 
tomers  is  many  times  that  of  re¬ 
taining  old  customers,  and  that  old 
customers  can,  in  the  majority  of 
ca.ses,  be  held  and  their  patronage 
built  up  through  consistent  Direct 
Mail  Advertising. 


iTHE  CALDER  MANUFACTURING  CO.,  Lancaster, 
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Many  tirms  systematically  cover 
their  entire  customer  lists  with  let¬ 
ters  asking  for  names  and  ad¬ 
dresses  of  j)ersons  who  might  be 
interested  in  their  goods.  Natural¬ 
ly,  the  success  of  this  plan  depends 
largely  on  the  way  you  have  culti¬ 
vated  friendly  relationships,  and 
the  approach  and  methods  u.sed  in 
your  appeal  for  such  cooperation. 
The  l)est  plan  is  to  enclo.se,  with 
your  letter,  a  ruled  form  on  which 
names  and  addresses  can  easily  be 
written,  and  a  stamped  return  en- 
veloi)e. 


Customers  Give  Names 

Customers  will,  if  properly  ap- 
j)i‘oached,  supply  you  with  quanti¬ 
ties  of  live  names.  Most  people  who 
are  satisfied  with  the  i)roduct  they 
have  bought  are  willing  to  give  a 
•salesman  the  names  of  friends  and 
neighbors  which  can  be  used  for 
direct  mail  advertising. 

Dealers  who  have  stoi’es  in  fairly 
busy  sections  of  a  city  or  town  can 
comjjile  e.xcellent  li.sts  by  running  a 
guessing  contest  in  connection  with 
a  product  di.sj)layed  in  the  store 
window.  One  dealer  had  a  metal 
door  canopy  on  display  with  a  con¬ 
cealed  number  pasted  on  its  under¬ 
side.  A  bright  red  ribbon  was  strung 
from  the  concealed  number  to  a 
large  card  which  e.xplained  the 
purpo.se  of  the  contest.  Whoever 
came  nearest  to  guessing  the  num¬ 
ber  would  receive  the  door  canopy 
free. 

Many  jieople  came  in  to  write 
d(»wn  their  guess  and  in  the  imoce.ss 
registered  their  names  and  addre.s- 
ses  thus  building  up  a  sizeable  li.st 
of  useful  names. 

i  ourtt'sy  thr  .t(i<lrc.ssO{iroth  .\fulti<nu/*h  Cj. 


Interested  In  Selling 
Outside 

Casement  Storm  Sash? 

For  a  corking  good  article  on 
this  important  product  read 
the  August  Issue  of 
BUILDING  SPECIALTIES 


TESTS  PROVE 


1.  REDWOOD  is  one  of  the  world’s  finest  insulators! 

2.  Heat  flows  thru  .steel  260  times  as  fast  as  thru 
REDWOOD! 

2.  Heat  flows  thru  aluminum  1160  times  as  fast  as 
thru  REDWOOD! 

4.  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkage  and  swelling  than 
concrete! 

REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  the  world’s  most  durable  wood.s! 

6.  REDW’OOD  DEALERS  .show  a  greater  percentage 
of  profit  per  dollar  of  merchandi.se  sold. 

We  iiianiifarture  four  different  styles  of  redwood  windows.  You 
will  he  surpri'ed  at  tiu*  low  price  and  liifdi  ipiality  of  our  nio>t 
popular  seller. 

Send  $.'>.00  fur  a  sample  and  prove  to  yourself  that  you  can 
make  more  money  selling  Redwood.  .Ml  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Lists 
Delivery  Anywhere 

THE  CAMPBELL  SASH  WORKS 

2409  WILSON  .WENUE  CAMPBELL,  OHIO 

Phone:  52615 


''DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Immediate  Shipment  —  Lowest  Prices  *  Ask 
About  Kaiser  Shade  Screening  in  Aluminum 
Frames^Keeps  Rooms  Up  to  20  Degrees  Cooler! 

The  A.  W.  BARNHART  CO, 

138  HIGHLAND  STREET  •  PORT  CHESTER,  N.  Y. 
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BUILDING  SPECIALTIES 


More  Sales... Happier  Customers 

■^PERMALUm 


The  Combination  Storm 
Window  that  gives  you 

WS! 


Extruded  Aluminum  Construction 


*  Exclusive  Safety  Squeeze  Lock 

*  Self  Storing 

*  Guaranteed  Faultless  Operation 

*  Sliding  Action 

*  Shipped  Complete  or  “Knocked  Down" 

*  Competitively  Priced 

*  Prompt  Deliveries 

Also;  PERMALUM  Combinafion 
STORM  &  SCREEN  DOORS 

All  Intruded  Aluminum 
(Shipped  complete  or  "Knocked  Down") 

JASCO  Aluminum  Products  Co. 

Westbury,  L.  I.,  New  York 
Phone:  Westbury  7-2620 


DIAMOND 

InUoducet  the  NCW  WILDID 
Storm  Window  Miracle 
(Thanks  to  Our  tngineors) 


TRIAD 


LOWEST 

PRICE 

cXTRUDED 
3  TRACK 
WINDOW 
on  the 
MARKET 


You  must  see 
THIS  WINDOW 
TO  ACTUALLY 
APPRECIATE 
ITS  VALUE 


DIAMOND 

835  EAST  140th  STREET 


7  Big  Features 

1.  GLASS  SET  IN  RUBBER 

2.  TOP  AND  BOTTOM 
VENTILATION 

3  BURGLAR  PROOF 

4.  EASILY  INSTALLED 

5.  STURDILY  BUILT 

6.  FINGER  TIP  CONTROL 
7  PROMPT  DELIVERY 


Telephone  —  Wire  or  Write 

BUILDING  PRODUCTS  CORP. 

Telephone:  ULster  1-4020  CLEVELAND  10,  OHIO 


Hints  To 
SALESMEN 


Price  is  important  and  if  you 
have  a  price  advantage  over  a  com¬ 
petitor  you  should,  of  course,  em¬ 
phasize  this  point.  But  always 
bring  out  the  point  that  your 
product  is  a  permanent  home  im¬ 
provement  that  will  last  as  long  as 
the  hou.se,  .so  don’t  forget  to  em¬ 
phasize  quality  al.so. 


Xever  conclude  a  sale  with  the 
"little  u'oman."  Always  be  sure  to 
return  and  get  the  husband’s  signa¬ 
ture.  Nothing  makes  a  husband 
so  angry  as  being  committed  to 
an  expenditure  about  which  he  has 
not  been  coiisidted.  So  even  if  the 
wife  is  irilliug  to  sign,  suggest  as 
gracefully  as  jmssible  that  you 
would  like  to  demonstrate  the  win¬ 
dow  to  her  husband  also. 


Never  knock  a  competitor’s  prod¬ 
uct — not  only  does  it  make  your 
customer  skeptical  about  your  own 
item  but  it  arouses  suspicion  in  the 
mind  of  the  customer  about  the 
product  in  general  regardless  of 
who  makes  it. 


Usually,  your  first  contact  u'ith 
the  prospect  is  through  his  wife. 
Make  your  presentation  to  henvith 
the  thought  in  mind  that  you  are 
going  to  make  a  second  one  to  her 
husband.  Try  to  win  her  over  so 
that  she  will  help  you  sell  her  hu.s- 
baiid.  When  you  make  your  second 
presentation  don’t  assume  the  atti- 
tiule  that  the  sale  is  as  good  as 
made.  The  husband  will  resent  this 
attitude  and  may  kill  the  sale. 


When  you  are  doing  a  presenta¬ 
tion  be  sure  to  keep  your  prospect’s 
attention  on  the  subject.  U.se  a 
pointed  question  to  bring  him  back 
if  he  strays  from  the  subject  in  his 
conversation  with  you. 
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Specialty  Selling 

(Cdtitituud  from  P(i(je  11) 

man  are  paid  weekly,  and  never  in 
a  lump  sum.  Make  his  payments 
eonvenient  so  that  he  can  easily 
meet  them. 

9.  Refuse  to  take  NO  for  an 
answer.  No  simply  means  that  your 
prospect  does  not  understand. 
Don’t  be  a  “sharp”  salesman,  bu 
learn  how  to  demonstrate  your 
product  so  that  there  is  no  que.s- 
tion  in  your  prospect’s  mind.  Use 
pictures  of  previous  installations, 
together  with  sales  data  supplied 
by  your  manufacturer.  Your  cus¬ 
tomer  is  anxious  to  know  exactly 
what  he’s  buying. 


Ct44Aiorv  Cordoii^ 

PLASTIC  TILE 


Courtesy  Commissions 

10.  Completely  sell  and  instruct 
buyers  on  the  advantage  of  the 
courte.sy  commission  plan.  Is  it 
worth  paying  customers  3  per  cent 
of  all  leads  they  uncover  for  you? 
It  helps  them  pay  for  their  own 
jobs,  and  each  customer,  or  u.ser. 
automatically  becomes  your  .sales¬ 
man. 

11.  Break  preceding  records, 
each  month.  Little  comment  is  sug 
gested  for  this  rule.  With  added 
knowledge  and  know-how,  it  .should 
be  an  easy  thing  to  do. 

12.  Refu.se  to  be  side-tracked  by 
shortcuts  and  ea.sy  methods.  Other 
plans  would  be  suggested  if  they 
exi.sted.  There  are  NO  .shortcuts  in 
either  specialty  or  commodity  sell¬ 
ing. 

13.  Loyalty  to  your  house.  Three 
cardinal  rules  apply  to  .selling, 
w  hich  should  be  remembered :  Loy¬ 
alty  to  the  product,  your  house,  and 
its  service.  Engender  an  attitude 
that  creates  confidence  in  not  only 
the  product,  but  your.self.  Be 
friendly,  but  never  overbearing. 

14.  Plan  each  week  of  sales  work 
in  advance.  Have  a  li.st  of  live  jn-os- 
pects  always  available,  and  see 
them  regularly.  Work  in  a  small 
area  so  that  you  become  well 
known.  Driving  from  one  end  of 
town  to  another  wastes  a  great  deal 

{Coitfinned  on  P(t(/e  42) 


CRESCENT  CUSHION  CONTOUR  TILE  is  setting  the  pace  for  all  plostic  tiles  —  luxurious 
appearance,  unique  modern  design,  virgin  polystyrene  solid  through  ond  through. 

CHECK  THESE  SALES  FEATURES: 

•  3  dimensionoi  effect  •  heovy  weight,  substantiol  tile 

•  stroight  edge  bevel  for  eosiest  cleaning  •  will  NOT  chip,  peel  or  croxe 

•  pebble  back  for  most  powerful  grip  •  simplest  to  instoll 

•  ECONOMICAL  >  shallow  back  is  "mostic  miser'*  •  finest  finished  surface 

•  best  selection  of  exclusive  colors  •  moisture  resistont 

GHlLDCRgST 


CRESCENT  TILE  appeals  to  every  buyer  .  .  .  best  value  .  .  . 
highest  quality  at  competitive  prices.  Literature  upon  request. 
Dealers  ond  contractors:  write  tor  name  of  nearest  distributor. 


Distributors:  some  territories 
still  ayailable. 


CORPORATION 


Manufocturers  of  Plastic  Tile 


CHICAGO  20,  ILLINOIS 


2S5  WEST  79th  STREET 


Let's 

Talk 

About  1^-  - 

GREATER  PROFITS 
THROUGH  FASTER 
LABOR  SAVING  SALES 


EXTRUDED  ALUMINUM  2  TRACK  WINDOW 

Self-Storing  Outside  and  Inside! 

IMMEDIATE  DELIVERY 


717-29  N.  CENTRAL  AVE.,  BALTIMORE  2,  MD. 
Write  Phone  Eastern  6868 
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BUILDING  SPECIALTIES 


STAINLESS  STEEL 

HEAT  TREAT  HARDENED 
SHEET  METAL  SCREWS 


I 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


Expressly  Adapted  (o  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Made  of  Type  420  Stoinicss  Steel  speciolly 
heat  treoted  ond  polished  tor  extreme  threod 
cutting  strength  ond  moximum  corrosion  re- 
sistonce 

Eliminotes  the  rusting  experienced  with 
cadmium  or  chrome  ploted  screws. 

Special  heot  treatment  insures  toughness 
ond  hordness  necessory  to  resist  stripping  of 


threads,  head  breokoge,  damage  to  slots,  etc 
Stocked  in  Round  Hcod,  Binder  Heod,  ond 
Oval  Cts'k  Head  styles,  in  diometers  d-O-S-IO 
and  12  ond  in  lengths  I4",  Ag", 

^4".  Mode  to  your  order  in  other  sixes  and 
hcod  styles.  Also  available  to  order  in  Phillips 
recessed  hcod,  quontity  permitting 

Let  us  quote  you  on  your  requirements 


-  Industrial  Steels,  Inc. 


250  Bent  St 


TROWBRIDGE  6  7000 


Teletype 

CAMBRIDGE  547 


Looking  for  a  new  item 

to  Boost  Sales? 


Typical  installation  of 
Nelson  folding  awning 
over  casement  windows. 


► 


•  Hemarkably  low  in  cost. 

•  Constant  finger-tip  control  of 
light  and  visibility. 

•  .\daptable  to  casement  or 
double-bung  windows. 

•  Folds  back  very  neatly  against 
bouse  when  not  in  use. 

tr'ri/p  or  Hire  today  for  injormation  on  represi-nlalivf  dealerships. 
"\ehon  is  the  Marne  for  Awnings”! 

115  E.  CARSON  ST. 
PITTSBURGH  19,  PA. 


Patented  and  Patents  Pend. 

•  ,'\dds  new  beauty  to  the  home. 

•  Popular  si/e.<  available  in  stand¬ 
ard  packages. 

•  ('ompletelv  assembled,  ready 
for  quick  and  easy  installation. 

•  Modern,  complete  sales  promo¬ 
tion  program  available  to  all 
dealers. 


Religion  in  Selling? 

Ever  hear  of  Religion  in  Selling? 

Gene  Williams,  of  Weather  Mas¬ 
ter’s  Allston  Office,  reports  the  fol¬ 
lowing  incident: 

“‘Hank’  Leland  was  with  me.  I 
had  made  the  SALE  TIE-IN  PRE¬ 
SENTATION;  demonstrated  the 
Window;  and  had  measured  the 
house  windows. 

Our  prospect  would  not  qualify 
— .she  would  not  commit  herself  to 
signing  an  Order  at  that  moment. 
Naturally  I  asked  the  reason.  ‘Oh. 
I  must  talk  it  over  with  someone,’ 
she  .said. 

‘Is  that  .someone  in  the  hou.se 
now;  does  he  know  anything  about 
Windows?’  I  asked.  ‘HE  knows  a 
lot  about  ever.vthing;  HFI  is  here 
now,’  was  the  comeback. 

Surpri.sed?  I  should  .say  so!  I  had 
ju.st  l>een  in  every  room  in  the 
hou.se  and  had  seen  no  one  but  the 
woman. 

‘Who  is  he?’  I  wanted  to  know. 
‘GOD,  was  the  repl.v.  HE  knows.' 

What  to  do  now?  What  was 
there  to  do?  She  asked  me  to  call 
her  at  exactly  t):()()  a.m.  the  follow¬ 
ing  morning. 

This,  I  did;  and  to  my  surpri.se. 
this  is  what  .<he  said,  ‘Come  over. 
Mr.  Williams,  1  have  talked  to  HIM 
and  HE  assures  me  that  I  should 
go  ahead.  Please  come  over  now 
and  take  my  order’.’’ 

If  SCO  \,-:es 

4i  «  ♦ 

Specialty  Selling 

(Continued  front  Puffe  41) 
of  time.  In  specialty  selling,  it’s 
usually  the  man  in  the  mo.st  com¬ 
pact  territory  who  chalks  up  the 
most  sales. 

15.  Call  hack  repeatedly  on  your 
cu.stomers.  The  simplest  ta.sk  the 
retail  .salesman  has  to  do  is  to  see 
his  customers.  Use  the  courtesy 
commi.ssion  plan  and  have  each  cus¬ 
tomer  a  booster.  You  will  find  that 
your  greatest  volume  will  come 
from  satisfied  users,  who.se  recom¬ 
mendations  mean  .sales  otherwise 
lost.  U.se  them.  Don’t  forget  the 
holiday  seasons,  when  a  .simi)le 
greeting  card  will  prove  an  excel¬ 
lent  door  opener. 
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Casement  Storm  Sash 

(('initiiiiivd  from  Poi/t  19) 

the  same  time  have  laid  the  Kr')iiiHi- 
work  for  a  completed  sale  which  is 
as  the  customer  expected  it.  and 
which  will  not  leave  any  cause  for 
complaint. 

Thus,  if  the  salesman  knows  the 
[iroduct  (in<l  its  instdllofioii  proh- 
Irms  and  takes  the  customer  into 
his  confidence,  the  in.staller  will  be 
able  to  do  the  ijroper  job  without 
interference  from  the  cu.stomer, 
and  he  will  be  .secure  in  the  knowl¬ 
edge  that  the  .salesman  has  told  the 
cu.stomer  just  what  he  would  an¬ 
swer.  should  the  cu.stomer  question 
him. 

Of  cour.se,  the  man  in  the  .shop 
who  never  sees  the  installation 
must  be  acquainted  with  the  wa.v 
in  which  his  work  is  to  be  ajtitlied 
to  the  job.  Intellijreiit  workmanship 
will  not  only  effect  many  .savinKS 
in  time  and  money,  but  will  also 
promote  jjood  will. 

A  careful  study  of  the  .sales¬ 
man's  ability  to  properly  as.semble 
and  di.sassemble  the  product  until 
he  is  familiar  with  it’s  operation 
will  be  of  assistance  to  both 

the  .salesman  and  the  in.staller.  This 
is  most  important  with  inside  slid- 
iiifr  casement  storm  sash,  since  ac¬ 
tual  assembly  is  usuall.v  done  as  a 
part  of  installation,  rather  than  at- 
tachinjr  a  pre-a.s.sembled  unit  to  the 
buildinK- 

Installation 

A  small  i)ortable  workbench, 
dro))-cloth,  electric  drill,  and  a  few 
hand  tools  will  be  adequate  in  mak- 
injr  real  quality  slidinfr  storm  .sash 
installations.  The  installer  should, 
of  course,  have  sufficient  material 
with  him  in  order  to  avoid  the  ne¬ 
cessity  of  extra  trips. 

Before  doinj?-  any  actual  cuttiuK, 
the  window  opening  should  be  ex¬ 
amined  to  determine  the  best  loca¬ 
tion  for  the  storm  .sash  unit.  Such 
thinjjs  as  Venetian  blinds,  ca.sement 
window  locking  handles,  and  the 
lever  or  rotary  type  operators  must 
be  taken  into  consideration.  Nat- 
(Conti}iued  on  Page  44) 


Finest  Quality  Window 
In  the  Competitive  Price  Range 

BUFFCO 


EXTRUDED  ALUMINUM 

Combination  Window 

in  today's  htghly  competitive  window  morket 
BUFFCO,  with  60  ycors'  monutocturing  expe 
nonce,  realizes  the  deoler  must  have  a  su¬ 
perior  product  that's  easier  to  sell  The 
BUFFCO  window  is  )ust  what  you  want  . 
low  in  price,  easy  to  install,  so  high  in 
quality  you  won't  have  to  worry  about  call 
backs,  or  service. 

■sir 

A  Screwdriver 
Is  All  You  Need 
to  Assemble 

BUFFCO  K-D  Units 

The  BUFFCO  window  is  63STS  extruded  alum¬ 
inum,  of  .064  thickness.  Extro  quality  features 
include:  exclusive  interlocking  split  line  mem¬ 
bers  for  added  sealing  and  strength,  extro 
protection  at  corner  miters,  special  sealing 
beod  which  eliminates  most  caulking,  rubber 
beading 

Constructed  sturdily,  but  with  no  expensive 
excessive  gadgets,  the  BUFFCO  window  con 
be  sold  profitobly  at  o  competitive  price.  It 
has  no  cquol  in  beouty  or  soles  appeal,  and 
Buffolo  Weoving  and  Belting  Compony's  60 
year's  of  "know-how"  assure  you  of  quality 
and  reliability. 


A  screwdriver  is  all  you  need  to  osscmbic  BUFFCO 
windows.  Costly  mochinery  is  completely  eliminated. 
The  lorgest  distributors  have  invested  no  more  thon 
S250  to  S300  in  tooling.  A  BUFFCO  dcolcr  or 
distributor  hos  a  really  profitoble  pockoge 


WRITE  or  WIRE 
FOR  DETAILS  OF 
OUR  DEALER  PLAN 


Can  You  Beat 
this  Price  for 
A  Top  Quality 
Window? 

28  x  54  Window  — 24x24  Life 
24  X  24  two  lire  window 


*7 
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OHIO  DIVISION 
ALLIANCE,  OHIO 


BUFFALO  WEAVING 
&  BELTING  CO. 

Established  1890 


ALUMINUM  SCREENS 

EXTRA  SALES  .  .  .  EXTRA  PROFIT 

.\(i(l  ihi.s  n».\v  popular  lino  to  your  summer  sales  —  easily  installed  liy  you  or 
your  customer  —  custom  made  assures  perfect  fit  —  very  lipht  weijiht  facilitates 
handlintr  for  removing  and  storing  zinc  tracks  included  as  a  packaged  deal 
on  all  half  screen  orders. 

WRITK  FOR  DK.M.KR.SHIP  l.\'FOR.M.AT10.\  TOD.AY! 
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Door  Hardware  ^ 

Sectional-Overhead  Type 

SIZES 

RESIDENTIAL 

8'  X  6  6"  --  8'  X  7-  —  8'  X  7  6  '  —  8  x  8  —  14  x  7  —  15’  x  7  —  16'  x  7 

COMMERCIAL 

8  X  10'  —  9'  X  10'  —  10'  X  10  —  10  X  12  —  12  X  12 

OVERHEAD  TYPE  DOOR  DISTRIBUTORS 

Where  accessibility  to  woodworking  plants,  or  where  freight  rates  increase  costs, 
you  will  be  wise  to  consider  your  hardware  sets  complete. 

We  are  in  position  to  make  up  your  sets,  to  your  own  specifications. 

PRICES:  Will  vary,  depending  on  type  and  weight  materials  specified.  Our  minimum 
quantity  price  will  be  based  on  100  sets. 

We  can  give  you  different  gauge  track,  with  rollers  and  sheaves  in  either  light  or 
heavy  duty  grades. 

FINISH:  Enamel  paint.  Electro  Galvanized,  or  Cadmium  Plated. 

Prices  and  Specifications  to  Dealers  with  Satisfactory  Credit  Ratings 

■  GEIIE>«L  lOOIS  COEP.'i.ViK.'r 


Wt 


You're  bound  to 


enjoy  your  stay  at 


^  N*w«tt  ond  largest  Hoftif 

Accomm^dotient  for  1400  Gwo*ts 

O  At  The  "Center  Of  Activity 

^  450  ipociout  rooms  with  privott  bothy 

protswrt  shewor  ond  radio. 

^  Television,  too  I 

Air*Cofldttionod  Cocktoil  loungt^Coffot  Shop. 


k. 


^otei  _ _ 

LOWERS 


Sptciol  Wotkiy 


and  Monthly  rotos 


Casement  Storm  Sash 

(CoiitiiiiK d  from  Paf/e  43) 

urally,  the  .storm  .sash  should  not 
be  installed  in  a  itosition  which  will 
allow  the.se  to  interfere  with  its 
operation. 

Sometimes,  .some  slight  changes 
are  necessary  in  order  to  avoid  in¬ 
terference  with  the  operation  of 
the  ca.sement  window  and  the  storm 
.sash.  For  example,  Venetian  blinds 
may  be  moved  farther  into  the 
room  by  shifting  the  brackets,  in 
order  to  provide  clearance.  Simi¬ 
larly,  the  ca.sement  window  locking 
handles  or  operators  ma.v  be  re- 
I)laced  with  another  type  which  will 
allow  more  clearance. 

Explain  Any  Changes 

This  is  not  intended  to  imply  that 
these  changes  are  usually  neces¬ 
sary,  but  rather  that  they  are 
sometimes  nece.s.sary  and  therefore 
must  be  anticipated  at  the  time 
the  estimate  is  being  made  by  the 
salesman.  If  this  is  explained  to 
the  cu.stomer,  the  proper  charge 
can  be  included  in  the  contract,  thus 
avoiding  any  possible  cause  for 
later  misunderstanding.  Some  man¬ 
ufacturers  have  the.se  special  fit¬ 
tings  available  so  that  dealers  may 
obtain  them  when  needed. 

In  kitchens  or  bathrooms,  where 
the  tile  may  end  half  way  up  the 
window  frame,  the  open  .space  be¬ 
hind  the  side  rails  should  be  en¬ 
closed  by  use  of  a  metal  part  which 
matches  that  of  which  the  unit  is 
constructed. 

Glass  Inserts 

Glass  in.serts  should  not  be  made 
too  high  or  too  wide,  in  order  to 
provide  easier  handling,  and  be¬ 
cause  rigidity  is  decreased  with 
greater  lengths.  In  general,  a  cross- 
member  should  be  installed  in  or¬ 
der  to  divide  windows  greater  than 
approximately  5  ft.  high. 

The  surface  on  which  in.stallation 
is  to  be  made  determines  the  meth¬ 
od  of  application  of  the  rails  (out¬ 
side  framing).  If  on  wood,  the 
rails  are  usually  .screwed  on.  This 
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is  also  true  on  j^ood  tirm  plaster. 
Otherwise  small  lead  or  fibre  J)1iik-s 
should  be  in.serted  in  drilled  holes 
so  that  the  rails  may  be  .screwed  on 
firmly. 

On  some  surfaces  caulking  is  nec- 
es.sary,  while  on  of  hers  the  rails 
themselves  bite  into  the  wall  and 
form  a  yoxul  tijrht  .seal. 

Removable  Bottom  Kail 

Usually,  the  top  and  two  side 
rails  are  attached  i)ermanently, 
while  the  bottom  rail  is  left  remov¬ 
able.  The  weijrht  of  the  Kinss  in¬ 
serts  holds  the  bottom  rail  firmly 
in  place;  yet  it  can  be  easily  re- 
nntved  for  cleaning  when  desired. 

After  the  rails  ar'*  installed,  ac¬ 
curate  measurements  are  taken  ac- 
cordinjr  to  instructions,  and  the.se 
are  used  in  makinjr  up  the  ^rlass  and 
screen  inserts  in  the  sho[). 

From  the.se  measurements,  the 
shop  man  can  determine  by  a  sim¬ 
ple  formula  the  proi)er  size  jtlass 
to  cut,  and  the  i)roj)er  lengths  of 
metal  framing  to  be  used  in  mak- 
iiifr  the  in.serts.  He  then  as.sembles 
the  ftlnss  and  screen  inserts,  marks 
them  accordinjr  to  window  num¬ 
bers,  and  cleans  them. 

In.serts  Delivered 

The  installer  delivers  the  in.serts 
to  the  job,  i)lacinjt  them  in  their 
rails  and  testing  them  for  i)roper 
operation.  He  should  demonstrate 
to  the  hou.sewife  just  how  to  oi)er- 
ate  her  new  inside  slidiiiK  storm 
.sash  in  combination  with  her  case¬ 
ment  window.  This  should  include 
the  slidinjf  of  in.serts  for  opening 
the  casement  window,  indirect  ven¬ 
tilation,  removal  and  insertion  of 
the  iind  .screen  in.serts,  and 

the  removiiiK  of  the  bottom  rail. 
This  final  demonstration  by  the  in¬ 
staller  is  mo.st  important,  and  usu¬ 
ally  prevents  the  necessity  of  a 
u.seless  service  call. 

Here  is  a  ready  market  waitinj; 
for  aKKi'e.s.sive  dealers  to  cash  in 
on.  Peoj)le  with  casement  windows 
have  a  problem,  and  most  of  them 
know  it.  The  inside  sliding  storm 
.sash  for  ca.sement  windows  is  the 
cure. 


Double  Your  Business 

with  year-round 

DUAL -VENT 

Aluminum  Awnings 


A  DUAL  VENT  Alum.num 
■  ■■  om  Awnifsg  over  front  or  bock 

K-D  Plan  or  Packaged  Units 

A  complete  aluminum  weather 

awning  sold  by  the  box 

•  Amazing  new  design  allows  heat  D/soe-uec 

to  escape  quickly  in  summer  and  PORCHES 

Protect  your  porch  from 
cool  air  in  winter  the  elements  with  DUAL- 

•  Water-tight  VENT  Aluminum  Awnings 

•  Finest  quality  awning  by  test  on 
market 

•  Choice  of  10  beautiful  colors 

STORE  FRONTS 

WRITE  FOR  FREE  KIT  DUAL -VENT  Aluminum 

AND  FULL  INFORMATION  to  your  place  of  business, 

ore  fine  Advertising 

DISTRIBUTORS — Some  choice  territories  still  ovoiloble. 

DEALtRS — Write  tor  name  of  neorest  distributor. 


WRITE  FOR  FREE  KIT 
AND  FULL  INFORMATION 


CONSOLIDATED  ENGINEERING  &  DISTRIBUTING  CO.  OF  AMERICA 


418  FLORIDA  AVE.,  N  E. 


(Notional  Distributors) 
(Phone:  Lincoln  3*3141) 


WASHINGTON  2.  D.  C. 


Save  38^ 

n  Labor tlm« 


when  I  can  save 
in  labor  time,  that 
ETILE  far  and  away 
Stic  tile  buy  on  the 


better-looking 


Besides,  my  customers  tnm. 

ihe  wall  ai 

^^vETWE 

"^choice  of  f..lWi<»“ 

Save  Ubor  Time. 
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BUILDING  SPECIALTIES 


Your  Profit  Opportunities  Are 

Right  Here! 


The  free  information  offered  here  repre¬ 
sents  the  most  expert  knowledge  available 
in  each  specialized  field.  USE  THE 
COUPON  to  secure  the  literature  you  want 
— and  please  PRINT  your  name  and  address 
clearly. 

ALUMINUM  AWNINGS  Fixed,  permanent 
hood  type,  with  side  pieces  and  vented  to 
prevent  accumulation  of  heated  air.  Will  not 
warp,  sag,  or  rust.  Sizes  available  windows, 
doorways,  storefronts  and  patios.  Check 
coupon-  -  1. 

ALUMINUM  COMBINATION  WINDOWS 

Glass  set  in  rubber,  self  storing,  all  extruded 
sections,  patented  meeti"g  rail  for  perfect 
weather  seal.  Rapid  deliveries  of  made-to- 
measure  completely  assembled  window.  Check 
coupon  2. 


WOOD  COMBINATION  WINDOWS  Fully 
assembled  combination  storm  and  screen  unit 
lor  $8.76  (24  "  x  24  "  glass  size).  Wood  treated 
with  preservatives  and  water  repellents.  Full 
screens  tor  summer  comfort.  Check  coupon 
—  3. 

ALUMINUM  COMBINATION  DOORS  AU 

extruded  aluminum  with  tubular  stile,  outside 
expander  jamb  and  bottom  adjustment  sill, 
glass  set  in  rubber.  Shipped  complete  with  3 
stainless  steel  hinges,  air  arm  and  chain  stop. 
Check  coupon  4. 

STAINLESS  STEEL  SCREWS  Heat  treated, 
hardened,  sheet  metal  screws  that  will  not 
rust  and  are  low  in  cost.  Threads  will  not  strip 
and  heads  won't  snap  off.  Ideal  for  use  in 
assembling  K  D  windows  and  doers.  Check 
coupon  5. 

ALUMINUM  SCREENS  Custom  made  for 
perfect  fit  and  easily  installed  by  customer 
or  dealer,  these  screens  ore  very  light  in 
weight  and  easy  to  handle  or  store.  Zinc 
tracks  included  in  all  half  screen  orders.  Check 
- 1. 

INSIDE  &  OUTSIDE  CASEMENT  STORM  SASH 

- Complete  line  of  quality  all  aluminum 

storm  sash.  Inside  sash  has  rubber  insulation 
and  is  interchangeable  with  screens.  KD  or 
assembled.  Ad  and  merchandising  helps. 
Check  7. 

ALUMINUM  SCREENS  Tubular  frame  se'-- 
tions  of  finest  aluminum.  Fast  selling  and  eco¬ 
nomical.  14  factory  trained  agents  available 
to  help  dealer  with  efficient  production  and 
sales.  For  more  information  check  coupon 
- 8. 


OUTSIDE  ALUMINUM  CASEMENT  STORM 

SASH - Easily  installed,  fine  quality  alumi 

num  sections.  Glass  is  easily  removed  for 
cleaning.  Sash  moves  with  casement  vent  and 
IS  inconspicuous.  Check  9. 

ALUMINUM  COMBINATION  WINDOW  - 

Made  of  all  extruded  sections.  Glass  mserts 
set  in  rubber,  self  storing.  Overlap  frame  ad- 
usts  to  out  of  square  openings.  Cbvered  miters 
prevent  leakage.  Sent  KD  completely  pack 
aged.  Check-—  10. 

PLASTIC  WALL  TILE— HEAVY  MOLDED  OUT 
SIDE  CORNER  TILE  New  heavy  duty  mold 
ed  outside  plastic  tile  corners,  corner  caps, 
corner  feature  stripes,  comer  cove  bases  and 
ideal  field  tile  in  20  plain  and  marbelized 
colors  as  well  as  8  cap  and  stripe  colors  — 11. 

FOR  BETTER  CAULKING  Here  s  a  caulk 
ing  compound  that  seals  prefectly  and  is  used 
by  builders,  insulators,  water-proofers,  wea¬ 
ther  strippers,  and  asbestos  and  brick-siding 
applicators.  Also  available  are  pressure  guns 
with  assorted  detachable  nozzles  12. 

4.P1ECE  WOOD  COMBINATIONS  Made  of 
kiln-dried  California  Redwood  these  windows 
will  fit  any  standard  opening  without  trim¬ 
ming.  Cadmium  plated  hardware,  2  sash  sec¬ 
tions,  1  screen  section  (bronze  wire),  and  uni¬ 
versal-fitting  overlap  frame  13. 

OUTSIDE  CASEMENT  STORM  SASH  All 

aluminum,  made  to  fit  any  make  of  steel, 
wood,  or  aluminum  casement.  Rapid  delivery 
eliminates  dealer  inventory  investment.  Check 

14. 

SIDING  Revolutionary  system,  several  tex¬ 
tures,  spray  or  brush  on  concrete,  asbestos, 
masonry,  etc.  Check  -  IS. 

ALUMINUM  AWNINGS  Fixed  ventilated 
type,  fully  waterproof,  wide  variety  baked  on 
colors.  Mfr.  offers  franchises.  Check  — 16. 

ORNAMENTAL  IRON  Railings  and  porch 
columns,  top  quality,  lowest  prices  in  the  field 
easy  to  sell.  Check-  17. 

VENETIAN  WINDOWS  •  Have  adjustable 
glass  vanes  pivoted  at  each  end,  weather-tite. 
aluminum  frames,  built-in  screen  18. 

ALUMINUM  COMBINATION  DOORS  Em 

bossed  kick  panel,  plastic  screening,  pneuma¬ 
tic  door  closer.  Check  19. 

3  CHANNEL  ALUMINUM  COMBINATIONS  - 
Removable  sill  for  cleaning  ledge,  ventilation 
top  and  bottom.  Two  channels  for  storm  sash, 

1  for  screen.  Self-compensating  frame  for  out 
of  square  openings.  Check  -  -  20. 

/  ALUMINUM  COMBINATION  WINDOWS  AND 

/  DOORS - New  type  sliding  aluminum  ex- 

^  truded  quality  units.  Fast  delivery  and  friendly 
(  factory  cooperation.  Triple  track  window  avail- 
.  able.  Inquiries  invited  from  KD  dealers,  check 
) - 21. 

)  PLASTIC  WALL  TILE  -Top  quality,  higher 
^  heat  resistance,  greater  durability  and  easier 
^  installation  because  new  scientifically  moulded 
^  corner  tiles  are  now  available  to  match  field 
I  tile  colors  and  eliminate  spacing  problems, 
y  Send  for  complete  information.  Check  22. 
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<  BUILDING  SPECIALTIES  / 

425  Fourth  Avenue,  New  York  16,  N.  Y.  JULY,  1950  > 

'  I 

I  I  would  like  literature  or  information  on  the  following: 
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!  If  you  want  Building  Specialties  12  months  for  $3.00,  check  here  □ 
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^  Company  . 

>  Address  . 
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ALUMINUM  COMBINATION  DOORS  AND 

WINDOWS - Anodized  extruded  aluminum, 

fitted  with  ornamental  aluminum  moulding  to 
fit  out-of-square  openings.  Speci.jl  locking 
device  for  window.  Door  has  own  frame  and 
•will  not  warp  —  23. 

PLASTIC  TILE  For  a  better  locking  job  try 
this  5"  X  5"  plastic  tile  which  saves  38  per  cent 
labor  time  in  application  because  of  Us  larger 
size.  Full  range  of  solid  and  marbleized  colors. 
Chock  24. 


READY  TO  SELL 
BECAUSE  IT'S  I 


PLASTIC  TILE  -Heavy  weight,  shallow  back, 
straight  edge  bevel  for  easy  cleaning,  exclu¬ 
sive  colors.  Check  'oupon  25. 

SHOWER  DOORS  i  TUB  ENCLOSURES  - 
Made  of  heavy  extrusions  with  bright  Per- 
malume  finish.  Enclosures  have  double,  rolling 
doers,  overhead  suspension.  Special  jambs 
compensate  for  out  of  square  openings  26. 

INSIDE  ALUMINUM  CASEMENT  STORM  SASH 

- -Glides  smoothly  on  rollers,  easy  to  re¬ 
move  and  clean  from  the  inside,  helps  control 
condensation.  Installation  is  extremely  simple. 
Check  coupon  number  27. 

PLASTIC  WALL  TILE  Interlocking  so  no 
grouting  is  required.  Wide  variety  of  solid 
and  marbleized  colors  available.  Write  for 
information  and  literature.  Check  coupon 


Fa-ler  f'elliny,  hcoause  it  fartory-ai'seiiililrtl. 
ready  for  in>lallalioii  .  .  .  it's  designed  to 
fit  any  standard  opening  without  planing  or 
triinniing.  P’aster  selling,  because  it’s  made 
of  clear,  heart-grain  California  redwood. 

Faster  selling  because  RF.I)I)Y-HT  is  a  four 
piece  combination  window.  ...  2  sash  sections. 
I  screen  .section  and  univer-al  fitting  overlap 
frame.  Easy  to  clean,  light-weight,  burglar-proof, 
the  REI)I)Y-FIT  window  is  of  the  same 
quality  workmanship  as  the  famous 
Schumacher  combination  door  in  f*ondero«a 
pine  or  California  redwood.  Prompt  delivery 
assures  you  of  a  head  start  on  good  selling. 
Write  for  details  and  customer-i'atrhing 
prices  today. 


SHADE  SCREENS  Made  by  on  outstanding 
mfr.,  this  shade  screening  is  made  of  bronze 
and  will  not  rust.  Louvers  keep  sun  out. 
Check  29. 


BASEMENT  COMBINATIONS  For  all  stand 
ord  steel  basement  windows.  Metal  f.-'orned 
sash,  bronze  18  x  14  mesh.  Attached  with  clips 
and  screws  -30. 

HOME  INCINERATORS  —  Low  priced  for 
mass  market,  double  insulation,  2-busheI  ca¬ 
pacity,  portable  and  built  in  types,  simple 
installation  -  31. 


ALUMINUM  AWNINGS  -  Fully  ventilated 

and  100%  waterproof,  these  fixed  aluminum 
awnings  are  available  in  many  colors.  Check 


METAL  AWNINGS  Fixed,  all  aluminum, 
permanent  type  with  vents.  Choice  of  baked 
enamel  colors  in  vertical  stripes  which  com¬ 
bine  with  wlrite-  — 33. 

COMBINATION  DOORS.  WINDOWS,  SCREENS 

- These  aluminum  windows,  combination 

windows,  combination  doors,  and  screens  are 
available  knocked  down  or  completely  glazed 
and  assembled.  Write  today  for  information 
on  these  guaranteed  products  -  34. 

STORM  AND  SCREEN  SASH  FOR  CASEMENT 

WINDOWS - All  the  homes  with  casement 

windows  represent  a  good  market  for  sform 
and  screen  sash  —  good  profit,  little  competi¬ 
tion.  Aluminum  sash  stocked  in  one  size  will 
handle  all  size  windows.  Installed  indoors,  it 
makes  profitable  bad  weather"  work  — 35. 

ALUMINUM  COMBINATION  DOORS - Full 

length  piano  'ype  hinge,  glazed  in  plastic  -with 
or  without  jambs,  non-sag.  Check  36. 

(Continued  on  Page  48) 


WHY?  Experienced  applicators  like  PARAIASTIC  because  it  works 
so  easily  and  so  smoothly.  It  saves  their  time,  too,  by  its  dependable, 
sure>sealing  qualities.  They  like  it  because  it  blends  and  matches  per¬ 
fectly  with  any  type  building  material  .  .  .  even  these  usually  con¬ 
sidered  difficult.  Especially  recommended  for  aluminum  siding. 

COLORS;  ALUMINUM  .  .  .  ESPECIALLY  FOR  USE  WITH  ALUMINUM  WINDOWS 
BRILLIANT  WHITE  . . .  BLENDS  PERFECTLY  WITH  WHITE  ASBESTOS  SIDING 
and  in . . .  NATURAL,  CRAY,  GREEN,  BUFF,  RED  and  BLACK 

It  will  pay  you  to  try  PARALASTIC  on  your  next  job.  Write  for  full 
information  .odayl 

SOLO  BY  LEADING  JOBBERS 

*R«e.  U.  S.  Pat.  Off. 


IT  ISN'T  INSULATED  UNLESS  IT’S  CAULKED 
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Announcing!  EXPANDED  PRODUCTION  FACILITIES 
ENLARGED  PLANT  CAN  SERVICE 
SOME  NEW  AREAS 
SELL  YOUR  CUSTOMERS . 

ALL  YEAR  COMFORT  AND  CONVENIENCE  WITH 

WARNER  WEATHER-MASTER 

"The  Window  of  To-Morrow" 

EXTRUDED  ARCHITECTURAL  ALUMINUM* 

and  STORM  SASH  COMBINATIONS 

-Warner  Wcothcr-Mosttr  Seram  md  Stefm  Smh  CombiHwtIoni  ore 
mod*  from  iho  finost  qoalitr  ntnidod  archifactwraf  Alumlmm  (tJS-Tf) 
specially  Utaiod  tot  extra  hordoou. 

WILL  NOT  RUST.  WARP.  STAIN 
An  Aluminum  Combination  of  Proven  Cus¬ 
tomer  Appeal.  Premium  (Quality  at  Popular  Prices. 

Heavy  Extrusion  of  Highest  Grade  (63S) — Self- 
Storing — Sliding  Lower  Sash  &  Screen — Push 
Button  Ventilation — Rigid  Frame — No  Outside 
Fasteners — Simple  Assembly  and  Installation. 

Representative  Dealers  Will  Be  Allotted  Prtected  Territories. 

Write  Concerning  the  Territory  in  Which  You  Are  Interested. 

This  May  Be  Your  Opportunity  to  Establish  Your  Business  on  a  Dignified 
Foundation. 

EASTERN  DISTRIBUTORS 

1535  Ridge  Ave.,  Pbilj.,  Pa.  Phone:  Poplar  5-8762 


Ctchtito  with  Worner 

PUSH  lUTTON 
VENTILATION 


Rwtli  Dwnon  ROTMiis  oosy  ed- 
IWSlMNt  of  sli^iAO  lOWOP 
•osli.  AdiuslW  •RuniNfs  for 
CONtfOMtB  Row  of  frmli  oir. 


Profit  Opportunities 

(Coiifimxd  from  Pont  47) 

Check  Coupon  On  Page  46 

TRIPLE  TRACK  ALUMINUM  STORM  WINDOW 

- Glass  set  in  rubber,  burglar  proof,  top 

and  bottom  ven'ilation,  quick  delivery  37. 

WATERPROOFING  Spray  it  on  any  type 
surface  including  concrete.  Has  plastic  base, 
comes  in  various  colors,  textures.  Check  38. 

WIRE  SCREEN  CLOTH  Made  of  aluminum, 
bronze  or  galvanized,  this  screen  cloth  is  avail¬ 
able  in  many  meshes  and  finishes  39. 

ALUMINUM  COMBINATION  DOORS  Exclu 
sive  territories.  3  glass  and  2  screen  inserts  in 
extruded  aluminum  door  iambs  40. 

THREETRACK  ALUMINUM  COMBINATIONS 

- Shipped  knocked  down  in  individual 

package,  easy  to  assemble,  immediate  deliv¬ 
ery,  no  investment.  Self-storing  screens  41. 

ALUMINUM  WALL  HLE - Made  of  aircraft 

aluminum,  this  wall  tile  is  available  in  18 
beautiful  colors  fused  to  the  metal  by  special 
process.  Finish  will  not  chip,  crack,  craze  or 

peel.  Individual  tiles  easy  to  apply.  Check - 

42. 

ALUMINUM  COMBINATIONS - Made  of  spot 

welded  extruded  architectural  aluminum  with 
push  button  ventilation  —  43. 

FOLDING  METAL  AWNINGS  -All  aluminum 
finished  in  high  gloss  baked  enamel,  will  fit 
casements  as  well  as  double  hung  windows. 
Completely  assembled  in  standard  size  pack¬ 
ages.  Check  44. 

REDWOOD  STORMSASH  This  sash  will 
show  less  shrinkage  and  swelling  than  con¬ 
crete.  Four  different  styles  of  windows.  Send 
$5  for  sample.  Money  refunded  if  dissatis¬ 
fied--  45. 

GARAGE  DOOR  HARDWARE - For  sectional 

overhead  types.  Residential  sizes  from  8'  x  7' 
to  16’  X  7'  and  commercial  sizes  from  8'  x 
10'  to  12'  X  12'.  Different  gauges  of  track, 
rollers  and  sheaves  in  light  or  heavy  metal. 
Check  46. 

KD  ALUMINUM  COMBINATION  DOORS 

Made  of  extruded  aluminum,  popularly  priced, 
easy  to  assemble,  specially  reinforced  comers, 
1  inch  thick  doors.  Aluminum  combination 
windows  available.  Check  coupnon  47. 

CASEMENT  SCREENS  —  Standard  sizes  for 
all  makes  of  steel  casements  —  profected, 
pivoted,  basement  or  utility  windows.  Steel  or 
aluminum  frames,  aluminum  shade  screening. 
Low  prices.  Check  48. 

ALUMINUM  COMBINATION  WINDOWS  AND 

DOORS - Knocked  down  aluminum  combina 

tion  storm  windows,  easy  to  assemble  without 
expensive  equipment.  Aluminum  doors  to 
match  have  full  screen  and  sash.  Steel  case¬ 
ment  and  basement  storm  sash  49. 

GARAGE  DOORS - Generous  dealer  dis¬ 

counts  make  these  doors  exceptionally  profit¬ 
able.  A  secticnal,  overhead  type,  this  door 
is  made  of  aluminum  with  an  exclusive  track 
and  roller  design - 50. 
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'^-Seal  CORPORATION 


1300  Batavia  Avenue,  Royal  Oak,  Michigan 


ALUMINUM  SCREENS,  COMBINATION  DOORS 

All  kinds  oi  extruded  aluminum  screens 
to  fit  all  types  of  windows.  Top  quality  alu 
minum  combination  doors  with  rot-proof  cores 
irid  four  simple  side  adjustments  51. 


ALUMINUM  COMBINATION  DOORS.  WIN 

DOWS,  AND  SCREENS - Top  quality  alumi 

num  c'mbination  storm  and  screen  units  and 
ail  aluminum  two-panel  doors.  Aluminum 
storm  windows  for  metal  casements  which 
cover  entire  window  52. 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOEO! 

Smart  dealers  are  buyinf»  V-Seal  kntteked- 
dow  n,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  wttrth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  |«)b.. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construe- 
tion  hts  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


ALUMINUM  COMBINATION  WINDOWS 

High  qualily  heavy  aluminum  extrusions,  ex¬ 
tremely  simply  design  -no  "gimmicks."  Fit 
any  out  of  square  opening.  KD  $7.48  or  as¬ 
sembled  $10.75  (24  X  24  wiridcw).  Chock  53. 


KD  ALUMINUM  STORM,  SCREEN  WINDOW 

- Get  this  2  track  aluminum  storm  window 

and  screen  which  is  backed  by  28  years  of 
experience.  Precision  made,  protected  terri¬ 
tories.  Check  coupon  for  more  informa¬ 
tion  54. 


Buy  at  Distributors  Prices  .  .  .  Moke 
Combined  Distributor,  Dealer  and  Retailer’s  Profit 

All  V'-Seal  products — Aluminum  ('ombination 
VC’indows.  Storm  Sash  for  Steel  Casements 
and  Basement  Sash  can  be  bought  knocked 
down — a  feature  that  makes  it  possible  for 
you  to  sell  them  lower,  yet  make  more  profit. 


The  Complete  line  of 

Combination  Storm  Windows 
plus  Storm  Sash  for  Steel 
Casements  and  Basement 
Windows. 


ALUMINUM  COMBINATIONS  May  be  had 

in  regular  or  self-storing  types.  Furnished  in 
plain  or  anodized  aluminum.  For  dealer  dis¬ 
tribution  information  check  coupnon  55. 


METAL  CASEMENT  STORM  SASH - Narrow 

frames,  rust  proof  metal.  Sill  removes  without 
tools.  Moves  with  window  and  is  invisible 


KD  ALUMINUM  COMBINATION  WINDOWS 
AND  DOORS  Sent  ready  to  be  assembled 
in  a  pre-paid  packaged.  Self-storing  window. 
Cost  of  24"  x  24"  window  less  screen,  glass, 
dimpling  $8.92.  Door  shipped  same  way 
$27.56.  Check  number  57. 


IT  WILL  PAY  YOU  TO  INVESTIGATE 

the  1^1  aluminum 


ALUMINUM  AWNINGS  AND  CANOPIES  ~ 

Fixed,  vented  type  with  or  without  side  pieces 
and  made  of  strong  sheet  aluminum  in  m.any 
colors.  Distnbutors  wanted.  Check  58. 


CASEMENT  STORM  SASH,  WOOD  COMBINA- 
TION  DOORS 


-Inside  sliding  storm  sash  to 
sell  for  $22  at  full  profit.  Combination  doors 
have  mahogany  grain  frame  and  aluminum 
screen  and  glass  inserts,  complete  with  hard¬ 
ware  under  $30.  Aluminum  DH  combinations 
$18.95.  Check  —59, 


WINDOW  &  DOOR  HARDWARE 


Angles. 

springs,  ,atches,  handles,  hooks  made  on 
stock  dies  to  specification.  Special  dies  sup¬ 
plied  at  cost  for  hardware  for  combination 
windows,  screens,  sash,  doors,  garage  doors. 
For  information  check  — 60. 


Established  manufacturer 
offers  new  sliding  type  ex¬ 
truded  aluminum  quality 
units.  The  RIGHT  PROD 
UCT  with  FAST  DELIVERY 
AND  FRIENDLY  FACTORY 
CCOPERATION. 


ALUMINUM  AWNINGS - A  fixed. 


vented 

type  with  side  pieces.  Made  of  aluminum  and 
finished  in  a  wide  variety  of  baked  enamel 
colors.  Two  factories,  protected  territories,  im¬ 
mediate  delivery.  Write  now,  check  61. 


INQUIRIES  INVITED  from  KD  Distributors  and 
Dealers. — Write  for  complete  merchandising  program. 


Main  Office  and  Plant:  45  SOUTH  BROADWAY,  LONG  BRANCH,  N.  J. 

Long  Branch  6-5550 

New  York  Branch:  Philadelphia  Branch:  Baltimore  Branch: 

575  Hempsteod  Turnpike  1148  N  American  St.  9126  Harford  Road 

Elmont,  L,  I.,  N.  Y.  Philodelphio,  Po  Bolfimore,  Md. 

Floral  Pork  4-3620-1  Lombard  3-8874  Boulevard  2222 


METAL  WEATHERSTRIPPING 


-Every  possi 
ble  need  can  be  fulfilled  here.  Weatherstrip 
tools,  thresholds,  caulking,  screen  guides,  lin¬ 
oleum  bindings,  metal  mouldings,  stair  nosings, 
and  special  strips  to  order.  Check  62. 
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^STDRMMDW 


DEALERS 

DISTRIBUTORS 

Lick  Competition  .  .  .  assemble 
and  sell  WEATHER  WISE  storm 
windows  on  a  true  R.D.  basis  .  .  . 
more  money  for  you. 

Top  notch  salesmen  arc  attracted 
...  to  produce  top  dollar  volume  for 
you  .  .  .  with  the  commissions  you 
can  offer  with  the  WEATHER  WISE 
set-up. 

WEATHER  WISE  windows  are 
shipped  to  you  Knocked  I>own  (Less 
Screen  and  Class)  for  only: 


Herr’s  what  \VeATHER  WISE 
offers  .  .  . 

All  these  features  at  this  price  are 
exclusive  with  WEATHER  W’^ISE: 
— l'Jxpan«lon-t>'pe  unit. 

All  standard  sizes. 

(All  Widths  and  lengths  completely 
mitered,  scarfed,  pierced  and  drilled.) 
Flush  with  house. 

—  t'lean,  beautiful  lines. 

»  No  glazing  problem. 

(All  eslmded.  heavy  aluminum.  Number 
2  finish.  lOMi  lbs.  average.  63  So 
Alcoa. ) 

— Simple,  inexpensive  assembly. 
—Minimum  inieatment. 

I>on*t  Delay!!  GO  COXfl^ETI 
TIVE  NOW  with  WEATHER  WISE 
storm  windows.  .  .  .  Don't  lose  good 
salesmen  and  costly  time. 

We're  appointing  new  dealers  every 
day,  but  good  territories  are  still 
available  for  dealers  who  reply  soon. 

Write  TODAY  for  more  informa¬ 
tion  .  .  .  WEATHER  WISE  windows 
can  make  more  money  for  you. 


Weather 


Wise 
Windows,  Inc. 

227  N.  Frcdim  Avc  Alliance,  Ohio 


Homemakers  Favor 
Color  in  the  Kitchen 

Con.sumer.s  are  beginniriK  to  fa¬ 
vor  color  in  kitchen  appliance.s. 
This  could  turn  into  a  Jeykle-and- 
Hyde  trend.  It  i.s  true  that  a  recent 
.survey  made  hy  Howard  Ketcham, 
indu.strial  design  and  color  engi¬ 
neer,  .-ihovved  that  .some  36  per  cent 
of  homemakers  interviewed  want 
kitchen  equipment  in  color. 

Rut  the  indu.stry  also  remembers 
the  disastrous  result  when  many 
companies  introduced  colored  gas 
ranges  during  the  1930s.  The  prob¬ 
lems  involved  in  producing  and  re¬ 
placing  colored  porcelain  enamel 
parts  for  ranges  forced  several 
firms  out  of  bu.sine.ss. 

Industry-Wide  Program 

Ketcham  urges  an  industry-wide 
program  to  determine  sjx’cific  col¬ 
ors  which  have  the  most  wide¬ 
spread  consumer  appeal  and  to 
serve  as  a  standard  to  which  man¬ 
ufacturers  of  kitchen  equipment 
would  adhere.  The  alternative 
would  be  a  “wild  and  profit-de¬ 
stroying  .scramble  resulting  from 
selection  of  production  colors  by 
the  individual  manufacturer,”  ex¬ 
plained  Mr.  Ketcham.  At  the  same 
time  con.sumers  would  face  an  im¬ 
possible  ta.sk  of  working  out  a  uni¬ 
fied  color  .scheme  for  the  range, 
refrigerator,  dishwasher,  washing 
machine,  cabinets  and  other  appli¬ 
ances. 

But  whatever  industry  does  in 
solving  these  problems,  the  fact 
still  remains  that  there  is  a  grow¬ 
ing  market  for  colored  kitchen  ap¬ 
pliances.  Ketcham’s  survey  reveals 
that  more  than  50  per  cent  of 
tho.se  questioned  in  the  Mid-Atlan¬ 
tic,  Middle  West  and  Southwe.stern 
States  want  kitchen  appliance.s — 
refrigerators,  .stoves  and  cabinets 
— colored  in  keeping  with  kitchen 
wall  treatment.  This  coincides  with 
re.sults  of  another  survey  which 
pointed  out  that  more  than  77  per 
cent  of  Homemakers  now  desire 
kitchen  walls  in  a  color  other  than 
white. 

—  .V.  K.  Journal  of  Commerce 


ALUMINUM 

STORM  SASH 

Tor  all 

casement  windows 

•  PERMANENT  auUide  iniUlUtion. 

•  Exciuiivj  overlap — keepi  out  drafts,  dirt.  none. 

•  Automatically  opens  and  closes  with  casement 
vents. 

•  Glass  inserts  gia/ed  in  Rubber. 

•  Geon  patented  citSkre  gasket  insures  perfect  seal. 

•  Stainless  steel  hardware  and  all  aluminum  parts 
(liminate  rustinj  and  staining. 

•  Never  removed — not  even  for  cleaning 

PRICED  RIGHT? 

A  few  choice  dealerships  still  available. 

Aluminum  Fabricating  Co. 
of  Pittsburgh 

4507  Liberty  Avenue  Pittsburgh  24,  Pa. 


PRESENTING* 

GLIDE-A-GLASS 

THE  FIRST  TRIPLE  TRACK 
CASEMENT  COMBINATION 

A  slorm  w.ndow  Ihit  slides  horizontally  on  a 
seMubricating  track,  and  is  complete  tight 
for  maximum  effectiveness.  iMTENTED 
LUBALOlO  FRAMES  PLUS  NEW  SUPER¬ 
SEAL  I 

SALES  FEATURES  .  .  . 

•  Summer  and  WINTER  INSULATION  (Sclt- 
stonng) 

•  Full  or  Controlled  Ventilation  (Snow-case  op¬ 
eration. 

•  INVISIBLE  INSIDE  INSTALLATION 

•  STRONG  TRIPLE-THICK  CRYSTAL  GLASS 
PANELS 

•  SLIDER-SCREEN  IS  OPTIONAL  (Self-storing) 

DEALER  POINTS  .  .  . 

IS0%  markup  .  .  .  simple  installation  .  .  . 
NO  CALL  BACKS  because  of  weakness  or 
inefficiency  .  .  .  DEALERSHIPS  NOW  AVAIL¬ 
ABLE  IN  ALL  TERRITORIES. 

•  By  the  Manufacturers  of 

THERMO-GLAZE 

The  ORIGINAL.  Time  Proven,  PATENTED, 
Show-case. 

CASEMENT  STORM  WINDOW 

• 

COSY  HOME  PRODUCTS 

210-03  48th  Ave.,  Bayside,  Long  Island.  N.  Y. 
BA  4  2401 


Cancellations 

(('iHitunicd  from  Piu/c  2.‘?) 

att'ly  after  a  sale  is  coiisumniated. 
The  letter  further  declares  that 
ci’edit  has  been  approved  and  that 
the  order  is  beinjr  tluly  processed. 
"That  way  a  customer  feels  ob¬ 
ligated  in  jroinjr  through  with  his 
contract,”  Mr.  Tulman  .said.  "It’s 
mere  acknowledgment  alone  is  tacit 
acceptance  of  the  deal.” 

If  a  cancellation  is  made,  how¬ 
ever,  and  Weather-Master  admits 
that  it  cannot  comjjletely  prevent 
all  of  them,  the  customer’s  reque.st 
is  acceded  to  providing:  the  call  is 
made  the  next  day  after  signing:  of 
the  order,  or  before  it  has  been 
processed. 


better 


faster 


Reasonable  Request 

"We  work  on  the  theory  that  it’s 
no  use  to  antagonize  a  person  by 
refusing  what  we  consider  a  rea.s- 
onable  request,”  pointed  out  Mr. 
Tulman.  “Of  course  we  make  every 
effort  we  can  to  keep  the  order,  but 
sometimes  a  man  may  .say  he  can’t 
meet  the  payments  or  is  moving,  or 
.some  other  valid  rea.son.  In  that 
event  we  don’t  feel  that  we  should 
go  to  court  about  it,  but  let  it  go 
at  that.  Sometimes  we  can  get  him 
back.  At  any  rate  it  spreads  our 
reputation  for  fair  play  and  indi¬ 
rectly  may  lead  to  further  busine.ss 
from  his  friends.” 

In  the  event,  however,  that  a 
cancellation  reque.st  comes  through 
after  the  comi)any  has  gone  to  the 
expen.se  of  having  special  material 
made,  then  it  is  refu.sed.  On  that 
occasion  the  firm  will  explain  the 
rea.son  tactfully  and  if  the  cus¬ 
tomer  .still  refused  to  go  ahead 
with  the  deal,  then  full  liability  un¬ 
der  the  law  is  regretfully  taken. 

“All  in  all  I  would  summarize 
my  case  by  working  hand-in-hand 
with  the  customer  from  the  actual 
selling  to  the  completion  of  the 
deal  as  the  be.st  method  of  han¬ 
dling  cancellations,”  .said  Mr.  Tul¬ 
man,  “and  by  so  doing  we  also  get 
recommendations  w'hich  w'e  can 
u.se  in  building  up  new  accounts.” 

{Continued  on  Page  53) 
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Martha 


Until  You  Investigate  AIR  VENT’S 

MAKE  YOUR  ~ 

Quality  Line  -  --  --  --  - 

AWNINGS  There's  more  profit  for  you  In  selling 

Air-Venf  Aluminum  Awnings  becouse: 

AND  MAKE  MORE  MONEY  •  Public  occeptonce  of  this  ottroctivoly 

styled  owning  is  tremendous! 

•  LOW  retoil  price  mokes  soles  eosy. 

•  Our  price  to  you  is  LOW  ~  you  get 

°  morgin. 

•"  Information  Write  to 


1315  WILSON  STREET 


LOS  ANGELESe  CALIF. 
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BUILDING  SPECIALTIES 
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Here  Are  3  Advantages  of 

Cadeco 

STORM  SASH  CASEMENT  WINDOWS 


Narrow  frome  of  sturdy 
rust-proof  metol — never 
needs  pointing^chan- 
nels  hove  long  life. 

Coseco  storm  sosh  fiove 
better  head  chonnels 
with  outside  weother- 
stripping— center  strips 
ore  heavier  In  metol 
ond  felt — unique  crimp¬ 
ing  permonently  onchors 
felt  to  metol.  Priced  to 
meet  ony  competition! 

Outside  coscment  win¬ 
dow  con  be  opened 
without  interference 
from  the  storm  sosh. 


WANT  TO  KNOW  MORE? 

"All  chonnels  ore  mode  for  triple  strength 
gloss.  Fromcs  con  olso  b?  obtoined  for  double 
strength  gloss."  No  ugly  cross  bors  to  obstruct 
the  view — Coseco  is  invisible  ond  will  not 
chonge  the  oppeoronce  of  the  cosement. 
Ooa/orsf  OMfibuiort!  Terrftorfos  Open. 

Metol  sill  con  be  removed 
quickly  ond  eosily  without 
ony  tools — just  lift  them 
out. 

Writw  for  Folder 

2901  Woodburn  Avenue  Cincinnoti  4,  Ohio 


Tab-tite 

SEALS  CRACKS  BETWEEN 
TUBS  AND  TILED  WALLS 

TUB-TITE  is  a  resin-based  plastic 
caulking,  applied  directly  from  the 
tube  with  an  enclosed  handy  trowel. 

It  is  needed  in  almost  every  home, 
to  seal  cracks  and  to  do  patchwork 
in  porcelain  and  tile.  Your  custom¬ 
ers  will  like  TUB-TITE  because  it 
does  a  quick,  neat  job  at  low  cost. 

There's  a  big  waiting  market  tor 
this  new,  versatile  product — you'll 
see  how  quickly  it  sells  and  brings 
you  profits.  Customers  tell  their 
friends  about  TUB-TITE,  and  find 
many  new  uses  for  it. 

"Distributor-applicator"  who  calls 
on  Home  Owners.  Builders,  and 
Architects  with  the  idea  of  selling 
them  a  waterproofing  job.  either  j 

for  basements,  or  exterior  masonry  I 

walls  will  find  this  a  profitable 
business  to  go  in  to. 

OROrft  YOUN  SUPPLY  NOW— Be  I 

tho  first  in  your  community  to  tell 
TUB-TITE. 

The  American  FluresH  Co..  Inc. 

4011  RED  BANK  ROAD 
CINCINNATI  29,  OHIO 


^otes  for 
ANUfACTURER. 


I^JhORTAGE  of  benzine,  muc'.i  of  which 
is  derived  from  coking  coal,  hoc  resulted  in 
an  increase  in  the  price  of  styrene  which  i.s 
made  from  benzine.  Moulding  powders  for 
plastic  tile  which  require  styrene  have  risen 
Ic  a  pound  for  colored  piclystyrene  and  l‘/2C 
for  clear.  Prices  may  drop  slightly  in  the  near 
future  because  greater  quantities  of  benzine 
are  expected  as  a  result  of  increased  coking 
Ofierotions  by  the  steel  industry. 

*  A 

T 

A  O  help  satisfy  the  current  demand  for 
metal  sheet.  A.  M.  Byers  Company  will  again 
make  wrought  iron  sheet  available,  it  was 
learned  recently.  These  have  not  been  on  the 
market  since  the  war.  It  is  understood  that 
flat  and  corrugated  hot  rolled  annealed 
wrought  iron  sheet,  black  as  well  as  galvan¬ 
ized,  from  8  gauge  to  2  gauge,  will  be  avail¬ 
able  in  or  before  June  1. 

■k  -k 

iJXPLANATION  of  how  percussion  weld¬ 
ing  techniques  have  been  successfully 
adapted  to  miter  welding  extruded  aluminum 
sections  without  producing  any  flash  is  con¬ 
tained  in  the  lead  article  in  "TECHNICAL 
ADVISOR  «fl3"  just  issued  by  Reynolds  Metals 
Company.  The  article  details  results  of  a 
study  made  to  reduce  flash  resulting  from 
mite.'  welding  extruded  aluminum  sections 
such  as  those  used  in  the  manufacture  of 
window  frames,  screens  and  storm  win...cws. 

*  * 

N  EW  Devices  To  Aid  Production;  METAL¬ 
MARKING  TYPEWRITER:  Works  on  wood,  plas- 
tics,  or  steel  up  to  '"z  in.  thick.  Electrically 
operated  "Automark"  will  type  1  32-  to  's-in. 
letter  sizes  at  speeds  up  to  7S  letters  a 
minute. 

14-KARAT  STARTER  RIDES  HERD  ON 
LAMPS:  A  fluorescent  light  starter  which 
automatically  starts  good  lamps  and  quickly 
cuts  out  inoperative  ones  from  the  circuit 
eliminates  annoying  flicker,  conserves  the 
sta  ter,  and  avoids  waste  caused  by  de¬ 
activated  lamps. 

The  starter  is  gold-plated  to  reduce  cor¬ 
rosion  and  improve  electrical  characteristics. 
It's  rated  lor  10.000  starts.  If  lamp  does  not 
respond  Immediately,  starter  generates  enough 
heat  to  break  connection,  saving  current  and 
operation  of  worn-out  flickering  lamps. 

Called  "Gold-O-Matic,"  tbe  starter  Is  a 
product  of  Luxor  Lighting  Products.  Inc. 


OVER  500 
FABRICATORS 
endorse  VULCO 


All  Aluminum  Screens 

Fostcst  selling  ond  economicol  All  Aluminum 
Screen  hos  by  outstonding  features  proved  best 
dollor  profit  with  greotest  quality. 

J4  fACTOKY  TRAIHeO 
MANUFACTURCRS'  AGiNTS 
.  .  ore  located  over  the  United  Stotes  to 

help  you  in  efficient  production  and  soles. 
Many  highly  profitable  franchises  available 
without  cost.  Write  at  once  Details  furnished 
— no  obligations. 


ULCAN  METAL 
PRODUCTS  CO.  INC 


SOfS  4ttep*^c 


MANUFACTURERS 
REDUCE  COSTS! 


HOW? 


By  Purchasing  all 
SPECIAL  HARDWARE 

lor  (loniiiiiiatioii  \\'itulo\\>. 

Sdi'C'iis,  Storm  Sashes.  Doors. 

(;arat>e  Doitrs.  ctr.  Irom 

Ctant 

oA  'Ye  stamp  antics,  .springs, 
latches,  handles,  on  stork  to 
voiir  specifications. 

If  speiial  dies  are  necessary, 
they  are  supplied  at  cost 
priic.  .\ll  dies  made  on 
premises. 

Send  Your  Sketch  or  Sample  for 
estimate  to: 


G.  GRANT  METAL  MFG.  CO. 

12t-10  Merrick  Road 
Springfield  Gordens.  L.  I.v  N.  Y. 
Telephone:  LAurelton  5-1200 


July,  1950 
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Cancellations 

{C(ititiin«‘d  from  Pu(n  51 ) 

This  personal  rei)utation  and  in- 
teKi'ity  is  emphasized  time  and 
time  aKain  in  all  of  the  firm’s  deal- 
iiiKs.  It  is  illustrated  particularly 
hy  the  portfolios  that  the  ei^ht 
outside  representatives  carry  with 
them.  In  the.se  albums  are  letters 
from  bank  othcials  and  from  hijrh 
state  officials  such  as  tho.se  from 
.Maryland  who  have  u.sed  the  firm’s 
I)roducts.  This  t\  i)e  of  endorse¬ 
ment  Ktds  a  hiKhly  favorable  reac¬ 
tion  from  prospective  customers 
who  leaf  through  the  portfolios. 
Hound  in  brown,  with  the  name  of 
the  company  stami)ed  on  them  to- 
Kethei  with  the  name  of  the  sale.s- 
men,  they  i)rove  a  hijrhly  effective 
and  diKiiified  i)resentation. 

The  mechanical  job  is  handled  by 
five  installation  men  with  thj-ee 
trucks,  assisted  by  one  door  spe¬ 
cialist. 

The  company  was  established  in 
January,  1949  with  William  Gross- 
man,  vice-president  as  the  other 
officer  besides  .Mr.  Tulman. 


B.  S.  Reporter 

{CotitiiiKcd  from  Pof/e  12) 

all  Alcoa  divisions. 

A  graduate  of  the  University  of 
Pittsburgh  and  the  George  Wash¬ 
ington  University  School  of  Law, 
Mr.  Schmeltz  has  sjjent  his  entire 
professional  career  with  Alcoa, 
having  joined  the  Company  in 
1929. 

«  «  « 

R.  D.  Werner  Opens 
Canadian  Factory 

The  opening  cf  the  new  factory 
of  the  R.  D.  Werner  Company, 
(Canada)  Ltd.  at  Oshawa,  brings 
into  production  and  employment, 
a  firm  which  has  a  highly  succe.ss- 
ful  background  of  manufacturing 
e.xperience  in  the  metal  moulding 
indu.stry  here  in  the  States.  The 
president  of  the  Canadian  com¬ 
pany,  Mr.  R.  D.  Werner  is  also 
president  of  the  parent  company 
at  295  Fifth  Avenue,  New  York. 


Portable  Type 
with  Baked  Enamel  Finish 
— also  made  in  Wall  Type 


COMPLE  -  D  -  SPOSAL 

UNIT 


Completely  Automatic 
Disposal  of  Garbage 
and  Other  Waste  Materials 


The  Compic-D-Sposal  Unit  i.s  the  only  high- 
temiierature  automatic  residential  incinerator  or 
disposal  unit  on  the  market  today.  It  eliminates 
all  of  the  objections  to  the  common  incinerator 
as  it  has  been  known  in  the  past,  and  it  does 
what  no  disposal  unit  of  the  grinder  type  has  ever 
been  able  to  do.  disposing  of  bones  as  well  as 
ordinary  garbage,  and  also  all  combustible  house¬ 
hold  rubbish.  In  fact,  it's  the  only  complete 
disposal  unit  of  any  type  ever  offered  to  the 
householder. 


AMERICAN  INCINERATOR  CORP. 


Detroit  Incinerator  Corp. 

Oldest  Manufacturer  af 

the  Most  Complete  Line  of  Incinerator  Equipment 
6441  HASTINGS  DETROIT  11,  MICH. 


WItfTE  FOR 

I  Jliie^iai44Aa 


Beautiful  as  well  as  practical,  our  shower 
enclosures  cost  the  homeowner  only  a  few 
dollars  a  month!  Buyers  find  dividends  in 
the  luxurious  comfort  of  mirror  •  bright 
Permolume  shower  doors,  tub  enclosures, 
daylight  shower  stalls  —  builders  say  it's 
the  best  "extra"  they  can  add  to  their 
houses.  Moil  the  coupon  NOW  for  full 
details. 


NO  PROBLEM  TO  INSTALL! 

Our  Double  RoMowoy  Tub  Enclosure,  shown  above, 
inslolls  on  ony  well  surfoce  wifhouf  screwi*  No  drill¬ 
ing  necessoryl  Automatic  interlocking  parts  form  a 
rigid  unit  that  fits  any  size  opening  perfectly.  On 
shower  doors,  our  exclusive  potented  adjustable 
jamb  compensates  for  out-of-plumb  walls,  insures  o 
custom  fitting  quirk-os-a*wink  mstollotion. 


ojkowi^  l/tr&L  (^ambanif 

Of  AMCRICA 

973  Peachtree  Street,  N.  E.  Atlanto  5,  Go. 


UOHT  SHOWIR  STALLS 


Gentlemen:  BS  650 

Pleose  send  me  illustrated  literature,  outline  of 
your  sales  oid  ond  cooperative  advertising  pro- 
grom,  and  price  list;. 

SHOWER  DOOR  COMPANY  OF  AMERICA 
973  Peachtree  St.,  N.  E.  Atlonto  5,  Co 

Name  _  .  .  _ 

Address 

City  .  .  _  State  _  ... 
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BUILDING  SPECIALTIES 


Air-V’ent  Awning  C’o.  r»l 

Alloy  Tile  Corp.  -IS 

Alsco.  Inc.  21 

Aluminum  Fabricating  Co.  50 

American  Fluresit  Co.,  The  52 

American  Incinerator  Co.  55 

Barnhart  Co.,  The  A.  W.  39 

B  &  G  Sales  Co.  50 

Belson  Co..  Inc .  26 

Borg-Warner  Corp.  5 

Buffalo  Weaving  &  Belting  Co .  43 

Building  Specialties  30 

Calbar  Faint  &  Varnish  Co.  51 

Calder  Manufacturing  Co.  38 

Campbell  Sash  Works.  The  39 

Ceco  Steel  Products  Corp.  27 

Central  Metal  Strip  Co.  31 

Cermak  Tile  Co.,  Inc.  25 

Consolidated  Engineering  &  Distri¬ 
buting  ('o.  of  .\merira  15 

Cool-Kay  Metal  Awning  Co.  21 

Cosy  Home  Products  50 

Diamond  Building  Products  Corp.  40 

Eastern  Distributors  48 

Feather-I.ite  .Mfg.  Co.  32.  33 

F'our  M'ay  .\wning  Co.  55 

(ieneral  Doors  Corp.  44 

Graef  Storm  Window  Co.  8 

Grant  Metal  Mfg.  Co..  G.  52 

(iuildcrest  Corp.  41 

Hayes- Wolverine  Corp.  13 

Industrial  Steels,  Inc.  42 

Jasco  Aluminum  Products  Corp.  40 

Jimes  &  Brow  n  Back  Cover 

Kaufman  Corp.  35 

Keystone  Alloys  Co.  18 

I.essam  &  Associates,  B.  B.  34 

l.isco  Products,  Inc.  26 

I.ocke  -Mfg.  Co.  36 

.Manhattan  Towers  Hotel  41 

.Metal  Window  Service  3 

Moloney  Co.,  The  28-29 

Nash  Manufacturing  Co.  49 

Naz,  Inc.,  John  \.  52 

Nelson  Industries  42 

New  .Aluminum  Arts.  Inc.  55 

Norman  .Aluminum  Window  Co.  2 

Paralastic  Products  Co.,  Inc.  47 

Pioneer  Co..  The  45 

Produx,  Inc.  31 

Pro-tect-U  Jalousie  Corp.  21 

Kologlass  Equipment  Co.,  Inc.  55 

Roofing,  Siding  &  Building  Special¬ 
ties  .Manual  24 

Schumacher  Co..  The  F.  P'.  47 

Seasontite  Co.,  The  43 

Security  Sash  &  .Screen  Co.  35 

.Seneca  M’ire  &  Mfg.  Co.  27 

.Shower  Door  Co.  of  .America  53 

State  Chemical  ('orp.  36 

Storm  M'indows  of  .Aluminum,  Inc.  20 
Tile  Rite  Co..  The  31 

Van  Dette  .Mfg.  Co.  6 

V-Seal  Corp .  49 

Vulcan  Metal  Products  Co.,  Inc.  52 

Weather  Products  Corp.  34 

Weather-Proof  Co.,  The  37 

M’eather  M’ise  Windows,  Inc.  50 

Winsulite  .Manufatcuring  Co.  41 

Wonder  Window  Co.  30 


New  Products 

(Continued  from  Page  22) 
beyond  jamb  member.s  for  better 
appearance  and  weathering. 

Rough  carpenters  can  make  per¬ 
fect  installations  and  no  finish  car¬ 
penters  are  required  since  the  win¬ 
dow  is  completely  trimmed,  both 
inside  and  out.  The  trim  makes  an 
ideal  .stop  for  butting  frame,  brick 
and  .stucco  on  the  outside  and  pla.s- 
ter  or  dry  wall  on  the  inside.  The 
inside  is  reces.sed  to  provide  a 
pocket  for  blinds  or  roller  shades. 
«  *  * 

Price  Reductions  on 
Stcdnless  Steel  Sinks 

Reductions  figuring  up  to  48  per 
cent  are  shown  in  the  new  Luster- 
tone  sink  price  list  being  released 
by  flikay  Manufacturing  Co.  Plum¬ 
bers,  architects,  and  builders  and 
kitchen  dealers  are  enthusiastic  in 
their  praise  of  this  remarkable  de¬ 
velopment  that  brings  the  luxury 
and  permanence  of  .stainle.ss  steel 
sinks  within  the  budget  limitations 
of  millions  of  homemakers. 

The.se  low  prices  are  made  pos¬ 
sible  by  a  major  re-tooling  and  ex¬ 
pansion  program  just  completed. 
By  taking  advantage  of  the  new¬ 
est  and  most  efficient  production 
machines  and  techniques,  Elkay 
claims  to  have  revolutionized  the 
manufacture  of  sinks. 

*  *  « 

Window  Fans 

Made  by  Lau  Blower  Co.,  the 
new  Niteair  NA-20-W  exhaust 
window  fans  come  with  all-steel 
adjustable  expanders,  with  keyhole 
slots  to  fit  quickly  and  easily  on  any 
window  up  to  39-in.  in  wide.  Fans 
have  handsomely  styled  casing, 
finished  in  a  frost  green  baked 
enamel. 

Fan  has  a  clo.se  mesh  rear  guard 
for  added  safety,  variable  speed 
switch,  special  resilient  motor 
mounting  that  reduces  A.C.  hum, 
1 2  h.p.  motor,  and  moves  2500-cu. 
ft.  of  air  per  minute  at  high  speed. 
Deep  venturi  has  deep  pitch  20-in. 
blade.  Size  of  fan  is  22-in.  .square 
by  Si/f-in.  deep.  It  is  .shipped  in 
two  packages  (fan  and  expanders) 
complete  with  6-ft.  plug-in  cord. 


CLASSIFIED  ADVERTISING 

Under  this  heading  classiiied  advertimemenU 
are  accepted  ct  the  uniiorm  rate  ol  25  cents 
a  wOid.  but  no  advertisement  taken  lor  less 
than  20  words  with  a  minimum  charge  ol 
$5.00;  J  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy  ol 
Classiiied  Ad.  Advertisements  solicitating  deal¬ 
ers  or  distributors,  or  new  products  lor  sale,  not 
accepted  in  clossilied  section.  Address  all  com¬ 
munications  to  Classified  Department,  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue,  New 
York  16.  N.  Y. 


HKLP  WANTKIl 


WANTKI):  \\(K>1)  .Mil. I.  \  Supply  Yap!  Sui>rr- 
intciDleiit.  l.argf  niillvvorking  pl.int  and  bldg,  supply 
compaii.A  Im'atfd  in  Mrlrop-ilitafi  l)ptr«*it  has  un 
usu.il  opportutuiA  t<*r  a  m.m  th<>r(iughly  exiH*n- 
pticfd  in  mill  <»iHrations  and  supply  yard  functDHis. 
.Mu't  Ijr  able  to  dirrc't  aiul  supervise  other>.  In 
reply  8tate  age.  experience,  reteri-nce^  and  *«alary 
re<iuirements.  Hox  .M)".  Ituildinv.'  Sprcialtie-*.  4J5 
Fourth  Ave.,  New  York  lb,  Y. 


Al.U.MIXrM  AWNINGS  —  COMBINATION 
Storm  Wimlows  Salesmen  wanted  to  establish  manu¬ 
facturing  distributors  on  C'lmmission  basis.  Must 
have  high  caliber  sales  ability.  Many  proven  ad¬ 
vantages  over  competition  in  the  field.  A  real 
opportunity  for  pleasant  year  round  work  with  high 
income,  (tive  complete  information,  qualifications  and 
references  in  first  letter.  Box  304.  Building  Special¬ 
ties,  425  Fourth  Ave.,  N»w  York  16,  N.  Y. 


CONSTRI  CTION'  SCPEKIM  ENDKNT:  A  large 
residential  builder  in  .Metropolit.m  Detroit  area  has 
an  opening  for  a  building  superintendent.  Must  be 
fully  exi»erienccd  in  all  phases  of  residential  con¬ 
struction  and  able  to  suiK.*rvi>e  the  construction  of 
IDOO  h«)mes  annually.  Salary  commensurates  with 
qualifications  and  restN>nsibilitie'».  Box  30D  Building 
SiK'cialtics.  435  Fourth  Ave.,  New  York  16,  N.  Y. 


lU'SINESS  OPPORTl’MTIES 


M,\KK  KK.\I.  .MO.VKV  solliiiK  .Ml  .Metal  Inter 
lot'king  Weatherstrip,  Wire  Sweater  Bhicker  and 
Caulking  Compnunl'.  to  trade.  l.ilK*ral  c«»mmission 
to  gix)d  man.  For  details  write  K  /ON'-,  1009  llar- 
Aar>l,  Kvanston  59.  Ill. 


(OMBINATlON  STORM  WINDOWS;  Inquiries 


from  fir*t  class  mfg.  representatives  invited.  AM 
aluminum.  New  improve«l  three  tracks.  Heavy  ex 
trusiims.  InO',  Weather  Stripped.  Symmetrically 
lieautiful.  .  .  .  No  gailgets.  .  .  .  Simplicity  of 
in^tallatHUi.  .  .  .  Ouick  <lelivery.  I’riceii  for  com- 


IK*tition  and  profit.  B<ix  30M.  Building  Specialties, 
425  Fourth  Ave.,  New  \’<irk  lb, 


M1.S(  EI.l.ANEOr.S 


SALES.ME.\:  If  you  want  to  improve  your  sell¬ 
ing  technique,  get  a  copy  of  \fy  Hardest  Salt.  This 
hrwhure  contains  authentic  stories  from  men  on  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  real, 
live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
the  brochure.  Send  for  one  or  several  brochures 
today.  Building  Specialties,  425  Fourth  Avenoe. 
New  York  16.  N,  Y. 


SALES  MANAGER 

Our  firm  is  o  large  monufocturing  orgoni- 
lafion  with  national  distribution  tor  our 
building  products,  which  are  advertised  in 
the  largest  national  magazines  — >  SATUR¬ 
DAY  EVENING  POST,  GOOD  HOUSEKEEP¬ 
ING,  and  BETTER  HOMES  I.  GARDENS. 
We  are  seeking  a  man  ot  outstanding 
ability  who  con  take  charge  ot  our  accel- 
eroted  soles  program.  This  man  should 
be  o  selt-storter  with  on  outstonding  sales 
record.  Previous  earnings  should  {ustify 
the  excellent  salory.  Reply  fully  —  age, 
experience,  quoliticotions. 

Box  No.  99A,  BUILDING  SPECIALTIES 
425  Fourth  Ave.  New  York  U,  N.  Y. 


OJLT^aLA.SS  EQUIPMENT 

M  M  :j  m  u  M  M 

COMPANY,  INC. 


OPPORTUNITIES! 


Four  Way  Aluminum  Awnings  arc  the 
most  beautiful  of  the  metal  awnings  — 
fully  ventilated  —  I00°o  waterproof. 

If  you  would  like  to  be  a  sales  represen 
tativc  of  the  Four  Way  Aluminum  Awning 
Company  in  your  community  contact  the 
nearest  Four  Way  Agency  listed  below. 
If  none  is  listed  in  your  trade  area,  con 
tact  the  Pensacola.  Florida,  office  for 
information  concerning  a  manufacturing 
ind  selling  franchise. 


A  Year  Round  Business! 

nnifiiiiiiiiffiY  VENTUATEm  ALUMINUM  AWNINGS 


Cam  Mftal  Awning  Co  .  Birmingham.  Ala  ;  Laafh-Cooprr  Mfg  Co.. 
Gadsrn.  Ala;  Alabama  Insulating  Co..  Inc..  Mobile.  Ala.;  \  y 
White  Metal  Awning  Co..  Montgomery.  Ala.;  Jifty  Corporation.  Little 
Rnck.  Ark.;  California  Metal  Awning  Co..  Riverside.  Calif.; 

Metal  Awning  Co..  Sacramento.  Calif.;  S«n*Glo  Venetian  Blind  Co. 
Denver.  Colo.;  McCormack  Roofing  Co.,  Pensacola.  Fla.;  Davis  Mf# 
Co  Inc  .  Atlanta.  Ga. ;  Acme  Metal  Awning  Co  .  Columbus.  Ga.; 
Shiirton  &  Wright  Metal  Awning  Co.  Macon.  Ga  ;  Four-Way  Alumi- 
rum  Awning  Co.  Savannah.  Ga. ;  Waycross  Plumbing  Company.  Way- 
cross  Ga. ;  E.  W.  Littio  &  Co..  Boist.  Idaho:  Danville  Tent  K  Awning 
Co..  Danville.  II!.;  Decatur  Tent  &  Awning  Co..  Decatur.  III.  Shaw  s 
Joliet  Tent  &  Awning  Co..  Joliet.  III.:  Kankakee  Tent  &  Awning  Co.. 
Kankakee.  III.;  Peoria  Tent  &  Awning  Co..  Peoria.  III.:  Melvin  K. 
Win/enread.  Indianapolis.  Ind.:  South  Bend  Tent  A  Awning  Co  .  South 
Bend.  'nd..  McArthur  Sheet  Metal  Works.  Sioui  City.  Iowa;  Kentucky 
Insulation  &  Supply  Corp..  Louisville.  Ky. ;  P.  B  Simmons  &  Sons. 
Madisonville.  Ky. ;  Paul  P.  Matthews.  Baton  Rouge.  La.:  Four-Way 
Awning  Co  .  New  Orleans.  La  :  C  A  Campbell  Ornamental  Iron  Works. 
Shreveport.  La 


PENSACOLA,  FLORIDA 


FOUR  WAY  AWNING  COMPANY 


Aluminum  Awnings  &  Canopies 

Lowest  Cost  per  Awning 
Low  Installation  Cost  ( 


y  DEALERS 

FORA(^S^LIHE 

jKoM,A.aZASS 


THE  ALUMINUM 
INSIDE  STORM  SASH 
FOR  STEEL  CASEMENT 
WINDOWS 


Permanent  *  No  Maintenance 
Architecturally  Balanced 

For  all  residential  and  commercial  buildings.  Beauty 
and  protection  in  attractive  colors. 


I  |el.j  I  The  eaaieit  to  lell  Inalde  storm  aaan 

i  market  today.  It  offers  ef«- 

*  ■  nomv.  beauty,  year-round  Nenefiia, 

^  md  hue®  extra-selling  profits  for  ytai. 

Your  rustomen  will  like  Kolaglasa 
too  .  .  .  simple  to  operate  .  .  .  glides  smoothly  on 
rollers  .  .  ■  easy  to  remove  and  clean  from  the  Inside 
.  .  .  controls  condensation. 

ite  today  for  romplete  Information  on  how  you  can  mako  monoy  with 
Rolaglaao. 


Exclusive  distributor  franchises  still  available  in  some 
localities. 


530  N.  Drennan  St. 


Houston,  Texas 


/: 
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Address 


.  .  pidstic  mu  Tile 


DOLLARS  For  Our  DEALERS! 

The  award  to  Pittsburgh  INTERLOCK  of 
the  Good  Housekeeping  Guaranty  Seal  and 
increased  consumer  response  to  our  national 
advertising  has  swamped  dealers  with  more 
orders  than  they’ve  ever  had  for  the  plastic 
wall  tile  that  "locks  on  walls”  for  a  lifetime ! 

25%  faster  installation  means  lower  cost 
per  INTERLOCK  job!  No  grouting!  No 
clean-up'  Beautiful  jobs  mean  satisfied  cus¬ 
tomers  '  MORE  PROFITS  for  you ! 


Ujj.!  _ 

(iuara^ed 

■Hd  Good  Housekeeping  j 


Mail  this  coupon  today  for 
full  “profitable”  details! 


JONES  &  BROWN,  Inc. 

National  Distributors 

PITTSBURGH,  PA. 


Hundreds  of  Beautiful 

MONEY  MAKING^ 

j  Ciildr  Combinations!^ 


lATHIOOMS  IITCHENS  IDEAL 

,  luiuritn  btoiitr  it  OiHrtnl  inA  brijktl  AnA  M  for  lESTAUIANTS 
10  litllo  cost  1 1  o«r  to  Ahp  iIoooI  FOOD  STOIES,  ETC. 


Jones  &  Brown,  Inc.  Dept.  CL 
439  Sixth  Ave.,  Pittsburgh,  Po. 

Please  tell  me  how  I  can  "Pile  Up  The  Profits"  with 
Pittsbar^h  INTERLOCK! 

Dealer  □  Jobber  □  Contractor  □ 


